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DO POORLY DESIGNED “headache checks” waste your 
tellers’ and bookkeepers’ time? If so, you’ll find this new 
Hammermill idea-book useful. ‘‘Business Checks” lists 15 
examples of common faults, and gives the 8 essentials of 
good check design—all based on interviews with bankers 
and conforming to recommendations of the A.B.A. 


We believe you will want to present copies of this book 
to your important customers who plan and design their 
checks. It will be a service to them and to yourself. Send 
the coupon. No obligation. No salesman will call. 











Bank checks and business checks that give 
the greatest satisfaction are on the safety 
paper that provides true protection—Ham- 
mermill Safety. This paper is dependable 
in use, impressive in appearance, and 
carries the best known name in paper. 









Safety Paper Division, 
Hammermill Paper Co., Erie, Pa. 


Please send me—free—a copy of ““BUSINESS CHECKS—their 
proper planning and design.”’ 
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For Employees in Service 


Strs: Walter McAllister of our Norfolk 
branch recently suggested furnishing mem- 
bers of our staff and board in the armed 
forces with identification or courtesy cards. 
His thought was that the card might be of 
help in some transactions, such as cashing 
checks. 

The name of the man or woman in 
service is typed on the first line. The em- 










THE MORRIS PLAN BANK OF VIRGINIA 


RICHMOND - PETERSBURG - NEWPORT NEWS + ROANOKE « HORFOLE 


This is to Certify that. 





WHOSE SIGNATURE APPEARS ON THE FACE OF THIS CARD, WAS 





OF THIS BANK IN GOOD STANDING UNTIL ENTERING OUR 
COUNTRY’S SERVICE. ANY COURTESY OR ACCOMMODATION 
WHICH CAN BE EXTENDED TO HIM/HER WILL BE SINCERELY 
APPRECIATED. 


(Signature of person for whom issued) 





Asst, Cashier Vice President 
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ployee’s status is typed on the second line, 

that is, “‘an employee,” “assistant cashier,” 

“vice-president,” etc. After this the card 

is sent to the person with the request that 

it be signed and returned for verification, 

countersigning and dating. The card then 

stands officially issued and is remailed 

for use. 

G. M. UNDERHILL, 
Assistant Vice-president, 
The Morris Plan Bank of Virginia, 
Richmond, Virginia 
Sd * aa 


In Ten Years 


Strs: Our bank has come a long way 
in ten years. We began business April 14, 
1934. A comparison of our resources show 
its growth from $275,620 on June 30, 1934, 
to $1,879,111 on April 8, 1944. We feel 
that we have something to be proud of and 
give credit to the fine community in which 
we serve. 

W. G. Coss, Vice-president, 

Bulloch County Bank, 
Statesboro, Georgia 
. s . 


Popular Manual 
Sirs: The “NABAC Manual on Bank 


Accounting, Auditing and Operations” 
published by The National Association of 
Bank Auditors and Comptrollers is proving 
very popular. We want all banks to know 
that copies are available to them and can 
be obtained from the association office. 
350 pages. $2.50 postpaid. 
D. R. Cocuarp, The National 
Association of Bank Auditors 
‘ and Comptrollers, 
512 Caxton Building, Cleveland 15, Ohio 
* * . 


Tomorrow’s Customers 


Strs: You can do nothing better than 
run articles such as the one entitled 
“‘Tomorrow’s Customers,” by E. V. Krick, 
vice-president and cashier, American Trust 
Company, San Francisco. 

ARTHUR R. FurNisH, Vice-president, 

The Louisville Trust Company, 
Louisville, Kentucky 
* + + 


10 Cents to 37 Cents 


Srrs: Rod Maclean, advertising man- 
ager of California Bank, is doing a rather 
unusual copy job with his newspaper 
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advertising, of which 
typical. 
HENRY MAYERS, 
The Mayers Company, Advertising, 


Los Angeles 15, California 
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Special Check Reorder Slip 


Stns: Here is a sample of our special 
check and the reorder slip which we have 
recently been including with all original 
orders and reorders for special checks. 

The fact that our special checking ac- 
count reorders continue to mount month 
by month shows that this reorder plan is 
quite effective and that the special check 
idea is definitely sound. 

Wo. W. MicHae ts, Vice-president, 

The First National Bank and 
Trust Company, 
Tulsa 2, Oklahoma 
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NATIONAL CITY'S 


World-Wide 


BANKING SYSTEM 





The Local Bank 


with a 


World-Wide Viewpoint 


Whuerner simple or complex—National City offers the 
exact banking service you want. 

National City offers a thorough familiarity with busi- 
ness conditions throughout the 48 states. 

And thirty years of overseas experience have made 
National City a recognized authority on Latin-American 
business and ways of doing business. 

This intimate knowledge is all important today. Two- 
way trade between the Americas is solving mutual prob- 
lems of new markets and new supplies. 

To our business and affiliate banking friends we bring a 
viewpoint gained by serving millions of customers all over 


the world. 


One piece of advice we offer now is the same advice 
we have given in every period of peace and war; 
the bonds of the United States Government have 
been, and are, the best investment in the world. 


THE NATIONAL CITY BANK 
OF NEW YORK 


FIRST IN WORLD-WIDE BANKING 


Head Office: 
55 Wall Street 


65 Branches in 
Greater New Y ork 





MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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In the TREND of BANKING 





Banks Even Greater Factor 
In Fifth War Loan 


Every indication points to the fact that 
the forthcoming Fifth War Loan will 
eclipse all previous efforts. The goals are 
higher, the Treasury considers the drive 
the most vital to date, and plans have been 
laid for even more intense participation by 
the banks. 

The American Bankers Association in 
co-operation with various state bankers 
associations has worked out a compre- 
hensive program for stepping up banking’s 
part in the drive. Between June 12 and 
July 8, the period of the campaign, bank 
staffs throughout the country will be asked 
to canvass every customer and possible 
prospect. It is this extension of bond sales 
efforts to all bank employees, in order to 
assist to the fullest in attaining the in- 
creased goal of $6,000,000,000 from sales 
to individuals, that is expected to mark 
the chief difference over previous bank 
participations. 

Four main phases of the A. B. A. pro- 
gram relating to the Fifth War Loan are: 

1. The A. B. A. has issued a brief “‘Plan 
of Action,” copies of which have been sent 
to all banks and others directly concerned 
with the plan. 

2. Banks have been urged to fix sales 
goals for themselves in each community on 
a dollar basis, as well as on a sales-per- 
employee basis. 

3. Banks in a given locality such as a 
city, county or other unit have been advised 
to set up a system of regular reports so 
that results can be checked during the 
drive, and each bank can compare its re- 
sults with those of other banks. 

4. In co-operation with state bankers 
associations, one banker in each state has 
been designated to head up the bankers’ 
part in the drive and work closely with his 
state War Finance Committee. Such 
arrangements have previously existed in 
many states, and the purpose now is 
simply to extend the same procedure to 
other areas. The set-up will be for the 
purpose of co-operating with the existing 
war finance organization, and not of 
duplicating it. 

‘According to Thomas H. Lane, the 
Treasury’s director of advertising for the 
Fifth War Loan, asking individuals to buy 
an extra $100 bond will not suffice this 
time. He suggests asking people to buy 
double the extra bonds purchased during 
the last drive. 

It is likely that promotion efforts on 
behalf of the Fifth War Loan will exceed 
all previous experience. Publishers are 
co-operating by illustrating a $100 war 
bond on an estimated 100,000,000 magazine 
covers during the drive. Banks will un- 
doubtedly go all out in their advertising 
and publicity endeavors. 

One promotion idea that seems to be a 
‘“‘natural” was introduced by The Denver 
National Bank, and has spread to other 
Denver banks. On the customers’ regular 
monthly statement sheets has been im- 
printed, in large light blue lettering, the 
following reminder: “Remember the 5th 





Secretary HENRY MORGENTHAJU, Jr. 


The Treasury is depending on banks 


War Loan—Buy an extra war bond!’ 
In view of the size of the message it cannot 
be overlooked, yet the light blue ink does 
not mar the legibility of the statement 
figures. W. Bruce McLeran, publicity 
director of The Denver National Bank, 
suggests that the idea is one that a great 
many banks could use at little cost. 

Primary responsibility for the success of 
the Fifth War Loan has admittedly been 
placed upon the banks by the Treasury. 
The banks can again be counted upon to 
lead the way. 
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Organization of Credit Pool 
Program Now in Process 


At this writing the organizational work 
necessary to implement the A. B. A. plan 
for setting up regional credit pools, as 
adopted by the Executive Council at its 
recent Spring Meeting, is proceeding 
slowly. Especial care is being taken in the 
selection of twenty-four representative 
members who will comprise the Commission 
for Loans to Small Business, and the 
appointments have not yet all been made. 

The plan calls for the mobilization of 
banking resources in a network of credit 
pools spread across the country, which will 
supplement the lending facilities of the 
individual banks. These pools will be set 
up by groups of banks in cities, counties, 
states, and other geographical or trade areas 
as indicated by the local situation. 

The purpose of the credit pools is to 
enlarge the ability of individual banks to 
make loans by providing insurance cover- 
age, by taking participations, by helping 
to place them, and by co-operation with 
pools in other areas. The program is 
especially designed to assure ample credit 


for small business, although apparently 
agricultural loans will also come within its 
scope. 

Supporting the plan will be studies of 
bank credit needs and newer types of 
loans, and a program directed toward help- 
ing banks to merchandise their credit serv- 
ice more effectively. 

Chairman of the Commission for Loans 
to Small Business which will supervise the 
workings of the plan is Robert M. Hanes, 
former A. B. A. president. It is expected 
that co-operating committees will be ap- 
pointed in each of the states, and through 
them the organizational plan is to be 
carried down to county or community 
levels, wherever local credit pools would 
seem to be useful. 


° 7 + 


Post-War Liquidity and its 
Potential Effect on Banks 


The post-war economy of the United 
States will be marked by great liquidity, 
and the unprecedented volume of liquid 
assets which have been accumulated can 
serve either as a constructive or destructive 
force, warns the Institute of International 
Finance of New York University in a bulle- 
tin entitled “Effect of the War on the 
Financial Structure of the United States.” 
Of especial interest to banks is the section 
analyzing how they would be directly 
affected should the destructive trend be- 
come uppermost. 

It is pointed out that the liquid assets 
could cause a serious inflationary price 
movement if confidence in the future pur- 
chasing power of currency should be under- 
mined. One result would be considerable 
embarrassment to the Treasury. If a large 
proportion of Series E, F, and G bonds 
were to be surrendered for cash, the Treas- 
ury would have to rely primarily on the 
banks to obtain necessary redemption 
funds. This would create new bank 
deposits, thus further feeding the flames 
of inflation. 

Furthermore, a steep rise in commodity 
prices would cause an increased demand for 
bank credit, the bulletin states. A period 
of rising prices is marked by a high degree 
of business activity. Since, however, the 
purchasing power of the funds accumulated 
by industry and trade would be greatly 
reduced, additional working capital would 
be needed by business for financing the 
production of the same volume of com- 
modities. Moreover, since in a period of 
rapidly rising prices it is preferable to be a 
debtor rather than a creditor, a material 
increase in loans from commercial banks as 
well as a substantial decline in savings 
deposits could be expected. 

Under such circumstances the banks 
might not be able to absorb all the securi- 
ties offered by the Treasury, and the latter 
might even be compelled to adopt un- 
orthodox measures in obtaining funds for 
the redemptions of the three types of sav- 
ings bonds. Thus, it can be seen how far- 
reaching would be the social and economic 
consequences of commodity price inflation, 
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Officers and directors of the Robert Morris Associates 


and how important it is that people retain 
confidence in their liquid assets. 
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Future Seen as Challenge 
to Bank Credit Men 


An accompanying picture, above, shows 
officers and directors of the Robert Morris 
Associates who met recently in an execu- 
tive committee session in Philadelphia to 
consider developments and problems that 
now confront commercial banking in 
general and the Associates in particular. 

That the prospect ahead presents both 
an opportunity and a challenge to all bank 
credit men, was the consensus of opinion 
as expressed by the Associates’ president, 
Arnulf Ueland, who is president of the 
Midland National Bank & Trust Company, 
Minneapolis. 

Mr. Ueland points out that if experience 
after the last war is any guide, the banks 


of the country are facing a post-war period 
of great business activity and possible 
severe economic and social strains which 
will combine a considerable increase in the 
demand for bank credit with the innumera- 
ble difficulties of demobilization and recon- 
version. “It will take courage, leadership 
and vision, added to the traditional bank- 
ing qualities of prudence and sound judg- 
ment, to meet the post-war opportunity,” 
Mr. Ueland warns. 

In the accompanying executive commit- 
tee picture, the officers are seated left to 
right as follows: Secretary and treasurer, 
Raymond W. Duning; first vice-president, 
Carlisle R. Davis, vice-president, State- 
Planters Bank & Trust Company, Rich- 
mond; president, Mr. Ueland; second vice- 
president, Kenneth K. DuVall, vice-presi- 
dent, City National Bank & Trust Com- 
pany, Chicago. 

The directors are standing, left to right: 
David K. Austin, vice-president, Manu- 
facturers Trust Company, New York; 


Earl K. Mueller, assistant vice-president, 
Central-Penn National Bank, Philadelphia; 
Earnest E. Nelson, manager, Brown 
Brothers Harriman & Company, Boston; 
and J. Wilson Steinmetz, president, Ninth 
Bank & Trust Company, Philadelphia. 


° a 


Are You Planning to Prepare 
a Commemorative Booklet? 


An outstanding job in every respect— 
from the standpoint of layout, illustrations, 
editorial content, basic idea, etc.—is the 
brochure prepared by The Paterson Sav- 
ings Institution, Paterson, New Jersey, to 
commemorate its 75th anniversary. 

Inasmuch as the bank deals primarily 
with individuals rather than business con- 
cerns, the brochure at the outset deals with 
people—some of the bank’s typical cus- 
tomers. There are human interest photos 
and explanatory copy introducing not only 
a successful business executive, but also a 
man who works for a luggage shop, a 
happy Polish family, a housewife whose 
husband is in the armed forces, a ranking 
Army ace, and the like. It is emphasized 
that it is people such as these who make 
the bank. 

The remainder of the brochure is also 
replete with photos, which depict scenes of 
historical interest, views of the splendid 
new quarters opened in 1942, types of 
banking services now being offered, and 
so on. 

o + * 


Definite Pattern for a 
Board of Directors 


When just prior to its ninth anniversary 
the Quaker City Federal Savings and Loan 
Association moved into its new home at 
1431 Chestnut Street in Philadelphia, it 
became the first institution of its kind to 
occupy regular banking quarters in the 
central business section of that financial 
center. Within one block of this location 
is found a majority of Philadelphia’s largest 


This commemorative booklet features people, stressing that the bank’s primary interest is in individuals 
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commercial banks, two of which are directly 
across the street. 

The four-story building acquired under 
a long term lease by the Quaker City 
Association was formerly occupied as the 
uptown branch of the Fidelity-Philadelphia 
Trust Company. 

A large measure of the success and 
growth of Quaker City Federal is ascribed 





In Philadelphia financial district 


to its rather unique policy of selecting direc- 
tors. In inviting individuals to join the 
board little consideration is given to the 
question of how much business they may 
be able to bring to the association. In- 
stead, a very definite pattern has been 
followed in order to obtain the broadest 
possible advisory benefits. 

This pattern contemplates obtaining the 
best available knowledge and experience 
pertaining to: (1) real estate values, design, 
construction, (2) personal credits and credit 
trends, (3) time payment collection meth- 
ods, (4) hazard protection, (5) city growth, 
population changes, public psychology, 
(6) activity and trends in the securities 
market and general investment field, (7) 
trends in individual activity, war produc- 
tion and the reconversion to peacetime 
production, together with experienced legal 
counsel and auditors. 

On the Quaker City board one finds the 
president of the Philadelphia Board of 
Trade and Chamber of Commerce; vice- 
presidents of two commercial banks, and 
of the local unit of one of the largest per- 
sonal loan companies; the officer in charge 
of wholesale and retail sales, including time 
collections, of one of the largest public 
utility companies in Pennsylvania; and a 
specialist in indemnity, casualty, fire and 
other types of insurance. 

The board also includes four members of 
the American Institute of Real Estate Ap- 
praisers, two of the Society of Industrial 
Realtors, three of the Urban Land Institute. 

It would seem that many financial insti- 
tutions of all types could benefit from this 
basic idea that has worked out so success- 
fully for Quaker City Federal, namely, 
setting up a definite pattern for obtaining 
the broadest possible advisory assistance 
from the board of directors. 


Advertising Directed to 
Mrs. Average American 


Most -women are probably not keenly 
interested in the usual forms of financial 
advertising. One of the problems of bank 
promotion is to devise an approach that 
will reach and impress Mrs. Average 
American. 

The Irving Savings Bank, New York, 
has apparently recognized this problem 
and has come up with a novel solution. It 
has issued a booklet that contains not a 
word about the financial stability of the 
bank. Instead it counsels women on the 
things that interest them—beauty, charm, 
weddings, clothes, child care, home decora- 
tion, and kindred subjects—subtly weaving 
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in the suggestion that thrift can help them 
to attain their personal objectives. 

Instead of being given some such title 
as “The Desirability of Thrift,” the booklet 
has been entitled “Husband, Home and 
Family.” It was written by Dorothy 
Anderson after consultations with experts 
specializing in women’s direct interests. 

“We have two basic reasons for this 
venture,” explains Robert A. Barnet, presi- 
dent of the Irving Savings Bank. “The 
first is the simple truth that women save 
money in anticipation of marriage, and to 
help make a success of marriage; and so 
anything that helps to further these 
objectives, even in a small way, provides a 
bit of added incentive to thrift. 

“That is the ‘logical’ side of our plan; 
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the other reason is a psychological one,” 
Mr. Barnet adds. “We believe that it is 
desirable to get away from the old-fashioned 
idea of a bank as an ‘institution’—an 
impersonal, and, therefore, dry-as-dust and 
dehumanized, organization. A _ savings 
bank, particularly, is in business to help 
people achieve their aims and plans—to 
buy homes, cars, securities, clothes, vaca- 
tions, and to have comfortable, secure lives. 
Every savings account is rich in possibilities 
for human living. This is the spirit in 
which this new type of booklet has been 
created and is being offered to the public.” 


° . 


More Farm Service Activities 
at San Rafael 


The First National Bank of San Rafael, 
California, is continuing its outstanding 
program of helping the farmers in its terri- 
tory, through its farm service department, 
and has introduced some new features. 
Other innovations were described in the 
March, 1943, issue of The Burroughs 
Clearing House. 

Recently the bank was host at a luncheon 
given at the annual meeting of the Marin 
County Farm Bureau, for more than 200 
farmers, dairymen, live stock growers, and 
their families. At this meeting W. P. 
Murray, president of the bank, traced the 
development of the dairy business in this 
region from that of butter producing to 
where it is now the chief market milk 
supply source of the San Francisco-Oakland 
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Some delegates and visitors at Mexican Bankers Association Convention* 


metropolitan area. Dairy ranches in Marin 
County average from 600 to 700 acres, 
raising their own calves and some feed. 
Dairy operations on such a scale require 
experienced financial and marketing advice, 
in which the bank plays an important part. 

A large wall map in the farm service 
department shows the location of the 
bank’s farm business. Red pins denote 
chattel mortgages, black pins a deed of 
trust, yellow pins commercial business, and 
green pins commercial accounts. 

“Our bank specializes in helping the 
farmers, especially the dairymen,” ex- 
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plains Mr. Murray. “In addition to our 
specialists in the farm service department, 
a vice-president of the bank heads a large 
milk distributing company in San Fran- 
cisco. A director who operates two large 
dairy ranches is a member of the San 
Francisco Milk Control Board. Andther 
dairyman director who has been president 
of the Marin County Farm Bureau for ten 
years is a member of the Oakland Milk 
Control Board. In this way, through our 
officers and directors, we feel that our bank 
is well equipped to give our farmer cus- 
tomers the experienced advice they need 
to meet their wartime problems of today.” 
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Record Group of U. S. Bankers 
Attend Mexican Convention 


About thirty bankers from the United 
States, a record number, attended the 
tenth annual convention of the Mexican 
Bankers Association held April 17-19 at 
Monterrey. 

J. M. Monasterio, vice-president, Mer- 
cantile-Commerce Bank and Trust Com- 
pany, St. Louis, took an active part in the 
proceedings as a representative of the 


*Seated, left to right: Antonio Espinosa de los 
Monteros, general director, Nacional Financiera, 8S. A.; 
Norman C. Hart, agent, Royal Bank of Canada, New 
York; Daniel A. ‘del Rio, vice-president, Central Han- 
over Bank and Trust Company, New York; Eduardo 
Suarez, or of the Treasury; J. M. O. Monasterio, 
vice-president, Weseuntiie-temmconee Bank & Trust 
Company, St. Louis; Eduardo Villasenor, director 
general, Banco de Mexico; Luis Legorreta, president, 
Banco Nacional de Mexico; Lloyd Mazzera, vice- 
president, Bank of America, San Francisco; Antonio 
Carrillo, director of credit, Mexican Treasury. 

Standing, left to right: . Schroeder, vice- 
president, Citizens National Trust & Savings Bank of 
Los Angeles; Louis A. Albarracin, vice-president, The 
Chase National Bank, New York; E. Leuenberger, vice- 
president, Wells Fargo Bank & Union Trust Co., San 
Francisco; G. C. Ferron, Mexican banker; J. H. Frost, 
president, Frost National Bank, San Antonio; J. M. 
Moreno, Mexican department, El Paso National Bank; 
M. Hutchin, Union Bank & Trust Co. of Los Angeles; 
George C. Hollis, president, Pan American State Bank, 
Brownsville, Texas; P. H. Anderson, assistant cashier, 
The State National Bank, El Paso; J. K. Beretta, 
executive chairman, National Bank of Commerce of 
San Antonio; Leo C. Halfenberger, Union Bank & 
Trust Co. of Los Angeles; M. Bernard, Mexican repre- 
sentative, Chase National Bank; R. Taylor, vice- 
president, American Trust Company, San Francisco; 

A. T. Stephan, New York; (above him) John Vavasour 
Noa public relations, Mexican Bankers Association; 

odrigo Gomez, Banco de Mexico; P. L. McCay, vice- 
ot mow sang Whitney National Bank of New Orleans; 
alvador Ugarte, president, Banco de Comercio, Mexico 
City, and new president of the Mexican Bankers 
Association; John Fox, vice-president, Mercantile- 
Commerce Bank & Trust Com any St. Louis: and 
E. F. Le Breton, vice-president, ibernia National 
Bank in New Orleans. 
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The Federal Bureau of Investigation is Uncle 


Sam’‘s own “arm of the law”. This organiza- 


tion acts on espionage, sabotage and other 
violations which threaten the internal security 
of these United States. The F.B.I.’s record 
is a brilliant one —its efficiency is so thor- 
oughly recognized and respected that it has 
become this nation’s most powerful weapon 


in curbing Federal crime. » » In the trans- 





The F.B.1. Seal shown above, is reproduced in this | 
advertisement with the approval of J. Edgar Hoover, 
Director of the Federal Bureau of Investigation, 


fer of funds by check, La Monte Safety Paper 
proves a potent instrument of Law and Order 
—and one which performs a dependable 
service to bankers and busiriessmen. This 
product safeguards against forgery and alter- 


ation so effectively it has become the ac- 
Let's ali 


BACK THE ATTACH 


cepted “safety standard” in check protection 
—the choice of a great majority of the nation’s 


leading banks and business organizations. 


For Samples of La Monte Safety Paper see 


your Lithographer or Printer—or write us direct 


Note that the issuing organization's Trade-Mark is 
In the paper itself — thus providing INDIVIDUAL 
IDENTIFICATION On both the front and back of the check. 


MONTE Sporty PAP 


GEORGE LA MONTE & SON, Nutley, N. J. 
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American Bankers Association. At the 
close of the sessions, acting for the U. S. 
bankers present, he offered a resolution of 
thanks for the courtesies and hospitality 
received. 

The sessions were presided over by Luis 
G. Legorreta, president of the association 
and president of Banco Nacional de Mexico, 
who also made a notable address on 
humanizing banking. _The convention was 
featured by interesting and at times 
emphatic discussions of Mexican financial 
policies and problems, with Secretary of 
the Treasury Lic. Eduardo Suarez defend- 
ing government policies and outlining plans 
for the future. 

New officers elected at the convention 
are: President, Salvador Ugarte, president, 
Banco de Comercio, Mexico City; vice- 
president, Epigmenio Ibarra, Jr., managing 
director, Banco Mexicano, S. A.; manager, 
Lic. Manuel Gual Vidal; secretary, Lic. 
Guklermo Obregon. 


° « ° 


Details of Another 
Safekeeping Plan 


Several variations in safekeeping plans 
were described and illustrated on page 6 
of the March issue of The Burroughs 
Clearing House. Still another slightly 
different plan has been introduced by the 
American Trust Company, San Francisco. 
It is limited exclusively to those branches 
where the supply of lower-priced safe 
deposit boxes has become exhausted. 

The forms involved include an expanda- 
ble envelope that can be sealed and also 
locked with a metal clasp, a pass book for 
the safekeeping depositor, and a ledger 
card, 

It is suggested to the branches that the 
envelopes be filed alphabetically and kept 
under single custody during the day in a 
convenient place, such as the note cage, 
and stored away in the vault at night. 
Contents are to be placed in the envelopes 
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Unusually complete forms used in bank’s safekeeping system 


by the depositor and are not to be known 
by the bank; the depositor should also seal 
and lock envelopes, and sign a certification 
on the back for the bank’s protection. 
Each branch numbers the envelopes con- 
secutively, and envelopes canceled before 
being used are retained for auditing pur- 
poses. 

The teller enters on the customer’s pass 
book the envelope numbers for the envel- 
opes deposited or withdrawn, and also 
fills in the date and his initials. The pass 
book also provides a receipt record of 
annual dues paid. 

Five things have been incorporated in 
the ledger card: 


1. The individual and joint agreement 
forms. 

2. A record of envelope deposits and 
withdrawals. There is space for the 
depositor’s receipt in the case of each 
envelope withdrawal. 

3. Record of annual fees. 

4. A listing of the terms and conditions 
governing safekeeping accounts. When the 
safekeeping fee is delinquent for three years 
or more, there is a provision whereby the 
bank is authorized to deliver the sealed 
envelope to some specified individual. 

5. Release and closing of safekeeping 
account. This is to be signed by the deposi- 
tor when the final envelope and contents are 
returned to him and his account is closed. 

In the case of the American Trust Com- 
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‘To a Bostonian, this grasshopper weathervane co] 
© signifies “the Cradle of Liberty,” as it stands o 
atop Faneuil Hall — meeting place of Revolu- co 

tionary patriots. Another insignia well-known & 

in Boston, and throughout the nation, is the & 

Shawmut Indian: emblem of reliability and & 

exceptional willingness to undertake difficult 4 

or unusual problems. Your inquiry is invited. oe 
co 


The National 
Shawmut Bank 


40 Water Street, Boston 
Member Federal Deposit Insurance Corporation 
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pany, the safekeeping service is purely a 
temporary arrangement, and is offered to 
a depositor only until a deposit box of suit- 
able size is available. A “priority’’ list is 
kept, showing the relative order in which 
safekeeping account customers are entitled 
to rent boxes as they become available. 

The charge made for the safekeeping 
service is $1 a year, plus 25 cents for each 
envelope except the one deposited when 
the account is first opened. The annual 
fee is payable in advance, while the 25-cent 
fee is collected when each envelope is 
deposited. 

When the depositor closes a safekeeping 
account and rents a safe deposit box, the 
$1 annual safekeeping fee for- the current 
year is to be allowed as a credit on the box 
rental. 

» + ¢ 


Extent of Bank Expansion 
in Five Years 


It is common knowledge that small banks 
are getting bigger, and large banks are 
moving into the billion dollar class, due to 
wartime deficit financing. Just how rapid 
and how pronounced this expansion has 
been can be gleaned from the first 1944 
edition of Rand McNally bankers directory. 
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In 1939 there were 2,871 banks with 
total resources under $250,000, while at 
the end of 1943 the number had shrunk to 
440, with 6/7’s of the smallest banks hav- 
ing moved to higher classifications. 

In 1939 there were 9,434 banks with less 
than a million dollars in resources, and 
5,811 with over a million dollars in re- 
sources. By 1943 the proportion was al- 
most the exact reverse. There were only 
5,243 banks with less than a million, and 
9,511 with over a million. 

Meanwhile, the number of banks with 
$25 million or more of resources increased 
from 384 to 607. Also, the United States 
now has 16 banks in the billion dollar class. 

The total resources of all banks has not 
quite doubled, but has increased nearly 
$55 billion in the last five years, to over 
$118 billion. The holdings of Government 
bonds are more than four times what they 
were five years ago, while the holding of 
other securities are less. Loans on Decem- 
ber 30 last year show an increase over the 
mid-year total, as well as an increase over 
December 30, 1937. Surplus shows an 
increase but capital remains almost the 
same. 

* % rs 


Supporting the War Effort 
With a Pencil 


Even though he is fifty-six years old and 
is employed as a transfer clerk with Central 
Hanover Bank and Trust Company, New 
York, Thomas J. Haugh has been tossing 
plenty of “‘lead”’ at the Axis ranks. 

He has been battling Uncle Sam’s 
enemies with his trusty pencil, as a car- 
toonist. He has made many enlistment 
posters for the Army, and his gratuitous 
work in this regard has been commented 
upon favorably by the Brooklyn Eagle. His 
posters have been displayed on-.bulletin 
boards of recruiting offices throughout the 
country. 

Red Cross and war bond posters drawn 
by Mr. Haugh have been used in the bank, 
and he has done many posters for the 
A. W. V. S. He has studied cartooning 
under the direction of Thomas Nast, Jr., 
son of the famous political cartoonist. 

Perhaps back of Mr. Haugh’s patriotic 
zeal is the fact that his son, Thomas, Jr., 
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Patriotic cartoons draw praise 


enlisted at the age of eighteen, was wounded 
in the Tunisian campaign, and is now 
training combat troops. 

Mr. Haugh has been with Central Han- 
over for the past twenty-eight years, and 
also served eight years with the New York 
Trust Company. 
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Bank Sponsors Discussions 
of Vital Problems 


A new radio show sponsored weekly by 
Citizens National Trust & Savings Bank of 
Los Angeles, over KNX, Hollywood, is 
appropriately called “Citizens Forum.” It 
is presented as a public service to the citi- 
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zens of Southern California, and takes the 


_ form of panel discussions: of local, national 


and international problems by authorities 
on the subject. Dedicated to the winning 
of the war and the winning of the peace, 
Citizens Forum has been called democracy 
in action. Sponsorship of this type of 
program would seem to be especially 
suitable for financial institutions. 


° & ¢ 


New Safe Deposit Group 
is Organized 


Undiscouraged by an unexpected “‘black- 
out,”’ a number of bankers met in Albany. 
April 24 to form the Eastern New York 
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IF INTERESTED IN 
Commodities 


Consider these facts: 


UR extensive commodity contacts, sup- 
ported by our broad wire service, plus the 
fact that sixty of our eighty-five offices are 
located in territories where commodities are 
either grown or processed, enable us to gather 
pertinent information on any commodity 


Further, we maintain a specialist in each 
commodity who is in a position, due to his 
experience and knowledge, to interpret the 
meaning of such information. 

Next time your bank or one of its customers 
wishes expert commodity service, why not get 
in touch with either our home office, 70 Pine 
Street, New York, or another of our offices 
nearer your own location. We will be glad to 
cooperate in every respect. 


MerriLt LYNCH, PIERCE, FENNER & BEANE 


Underwriters and Distributors of Investment Securities 
Brokers in Securities and Commodities 


Branch Offices in 85 Cities 
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Group of the New York State Safe Deposit 
Association. James A. McBain, secretary 
of the association, relates that the organiza- 
tion meeting was carried on without inter- 
ruption with the aid of shaded candles and 
a flash light held for the benefit of the 
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Officers of the new group are: President, 
J. Raymond Roos, vice-president and 
cashier, National Commercial Bank & 
Trust Co., Albany; first vice-president, 
S. Beach Parker, vice-president, Union 
National Bank, Troy; second vice-presi- 


National Bank, Schenectady; secretary, 

W. Winne Wolfe, assistant cashier, Na- 

tional Commercial Bank & Trust Co., 

Albany; and treasurer, Harold C. Joslin, 

manager, State Safe Deposit Co., Albany. 
’ > * 


stenographer who recorded the proceedings. dent, Ellis Auer, vice-president, 

















*Michigan’s Leading 


Mortgage Company 


Offers 


Unusual Investment Opportunities in 


TITLE Vi FHA MORTGAGES 


CLOSED, DISBURSED, READY FOR PROMPT DELIVERY 


Frank Krue & Co. 


Originators, Sellers and Servicers of F.H.A. Insured Mortgages for more 
than 135 Leading Banks and Insurance Companies in 
all parts of the United States 


15th FLOOR BARLUM TOWER «+ DETROIT 26, MICHIGAN 





Offering Documents Submitted on Request 





*Frank Krue & Company led all other Michigan Mortgage 
Companies, Banks and Insurance Companies in volume of 
FHA Mortgages recorded during the month of February, 1944. 





























Savings Banks’ Advertisement 
Wins Wartime Award 


A Wartime Advertising Award “for a 
campaign contributing to the welfare, 
security and activity of the nation at war” 
was awarded to the Savings Banks of New 
York State for their co-operative advertise- 
ment “YOU CAN’T HAVE YOUR CAKE 
AND EAT IT, TOO!,” showing the foolish- 
ness of throwing money around in wartime 
instead of saving it. 
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Almost Time for Another 
Graduate School Session 


The tenth annual resident session of The 
Graduate School of Banking at Rutgers 
University will start June 19. Thus far, 
1,131 bank officers who have pursued a 
course of study consisting of two years of 
extension work and attendance at three of 
the annual summer sessions at Rutgers, 
have been graduated from the school. 

Five new members have been added to 
the faculty. They are: Robert W. Bache- 
lor, assistant economist of the American 
Bankers Association; 
Arthur Jansen, gen- 
eral partner and man- 
ager of the analytical 
and research depart- 
ment of W. E. Burnet 
& Company, New 
York City; Graham 
Nash, executive vice- 
president, Bloomfield 
Savings Institution, 
Bloomfield, New Jer- 
sey; Harold E. Zarker 
treasurer and general 
manager, Princeton Bank and Trust Com- 
pany, Princeton, New Jersey; and William 
L. Gregory, vice-president, The Plaza Bank 
of St. Louis, St. Louis, Missouri. 
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THE OBJECTIVE of this organization has always been 
thorough distribution of its offerings among a broad clien- 
tele of investors. Through a widespread sales organization 
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investors wherever located, uninfluenced by size of funds. 
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I the items we handled in just one day 
were placed end to end, they would 
reach from Philadelphia to Downingtown, 


Pa.—a distance of 35 miles. 


A great many of these items represent 
checks being collected for other banks 


—testimony to the efficiency of our 





Transit Department. Yet this is but one 
of many unusual qualifications which 


we offer correspondents —not the least of 






which is a proven desire to cooperate 


mt) with other institutions. 


We cordially invite inquiry. 


THE PHILADELPHIA 
NATIONAL BANK 


PHILADELPHIA 1, PA. * ORGANIZED 1803 
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Baclbre- in 
Manicipal Bonde 


The Chase offers correspondents a well 


rounded service in this type of investment. 
Inquiries from banks will receive the per- 


sonal attention of experienced officers. 


Bond Department 


THE CHASE NATIONAL BANK 


OF THE CITY OF NEW YORK 


Member Federal Deposit Insurance Corporation 


In writing to advertisers please mention The Burroughs Clearing House 
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Superintendent ‘‘Mel’’ Ellis and Deputy Superintendent Ralph Bunce (with pointer) discussing earnings 


The team of Ellis and Bunce specializes in chart talks to show application of recommended policies 


A 3-POINT WARTIME PROGRAM 





“Riskless” Prortrs 


In his chart campaigns as an’R.P.A.," Mr. Ellis has been of 
genuine aid to lowa banks. His ideas are widely applicable 


UT in Iowa I am known in 
6) purely local banking circles as 

an “R. P. A.” Now, of course, 
everyone knows what “C. P. A.” 
stands for, but the significance of the 
other alphabetical designation is un- 
doubtedly lost to the outside world, 
since it was originated by some of the 
Iowa bankers. So a word of explana- 
tion is in order. . 

Last year I put on a little extra- 
curricular campaign, outlining in a 
series of chart talks how banks could 
increase earnings without risk, through 
adoption of a simple three-point pro- 
gram. 


_ By 
MELVIN W. ELLIS 


Superintendent, Department of Banking, State of 
lowa, and President, First Security Bank & 
Trust Company, Charles City, lowa 


This year, in a series of group meet- 
ings in May, I cited some of the results 
obtained and prescribed “‘more of the 
same medicine,” with the able assist- 
ance of Deputy Superintendent Ralph 
L. Bunce. As a consequence, we both 
have become branded by local bankers 


as “R. P. A.’s,” or Riskless Profit 
Advocates. 

Right here, at the outset, I would 
like to clarify one point. Despite cur- 
rently advocating riskless profits, we 
recognize that after the war it will be 
necessary and desirable for the banks 
to assume a greater risk function, to 
meet the financial needs of the business 
of this country, and we will encourage 
Iowa chartered banks to do their full 
share. The present program is espe- 
cially adapted to meet wartime condi- 
tions, and to assure adequate earnings 
for the banks under rather unusual 
conditions. 
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Briefly, our suggested wartime pro- 
gram involves: 1. Charging reasonable 
but adequate fees for bank services. 
2. Decreasing expenses by paying: the 
current rate for money, i. e., adjusting 
the interest paid on time deposits. 
3. Going all out in a well-planned 
Government bond portfolio, utilizing 
idle cash resulting from expanding 
deposits and loan liquidation. 

Regardless of how much credit can 
be attributed to our efforts of last 
year, the 1943 year-end reports dis- 
close that the state-chartered Iowa 
banks tended to follow the pattern 
suggested. The results from an earn- 
ings standpoint were distinctly favora- 
ble, surpassing the national picture by 
a considerable margin. For this rea- 
son, I have been asked to outline the 
program and its results in some detail, 
with the thought that the suggestions 
will be applicable and possibly helpful 
to other banks. 

We have continuously emphasized 
that one way to increase the bank’s net 
income without risk is to charge each 
customer on a uniform plan for service 
rendered, at a rate that will cover the 
cost and return a fair profit. On July 
30, 1942, the State Banking Board 
approved the “Iowa Uniform Schedule 
for cost analysis of checking accounts” 
which was promptly distributed to all 
Iowa banks with a letter recommending 
its early adoption. We have pointed 
out that the telephone company and 
other utilities have no compunction 
about charging for their services, and 
that banks, likewise, should adopt 
adequate schedules of fees. The day 
has gone when the borrower can be 
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assessed practically the total cost of 
the bank’s operation plus its margin 
of profit. 

The second way to increase net 
profits, we have maintained, is to save 
on expenses. But where? I think it 
is generally agreed that in most banks 
the salaries are not too high. Taxes 
constitute a factor that is largely un- 
controllable. Other operating expenses 
are going up. The one place where 
banks can save, if they haven’t already 
fully done so, is on the rate of interest 
paid on time deposits. Analysis showed 
that the interest expense of Iowa 
chartered banks in 1942 was 1.53 per 
cent of year-end time deposits, which 
indicates that some banks paid a 
higher rate of interest to savings 
depositors than these institutions 
could gross on their Government bond 
account. We asked the banks: “Why 
should you pay more than the market 
price of money?” Every dollar saved 
on this item of expense goes directly 
to net profits, which certainly is one 
way to increase shareholders’ equity 
in their institutions. 

Now, thirdly, what about the matter 
of interest received, as a source of 
earnings? Here, wartime conditions 
have necessitated a sort of reversal of 
the thought processes of many bankers, 
and it has not been easy for some of 
them to make the adjustment. We 
saw loans being liquidated, deposits 
going up, and idle cash accumulating. 
At the 1942 year-end call, Iowa 
chartered banks averaged 35.2 per 
cent of their resources in idle funds. 
On the same call date, we noted that 
New York and Chicago banks showed 


Tesources in cash. 


around 20 per cent in cash, and Bank 
of America only 18.7 per cent of its 
So we told our 
banks: “Either the keen management 
of these metropolitan banks is wrong 
or the Iowa country banker is. If 
banks of that size, with their wide cash 
fluctuations, can operate with 20 per 
cent of their resources in cash, Iowa 
country banks certainly don’t need 
35 per cent.” 

With this emphasis on a shortened 
cash position naturally came the ques- 
tion: Where should banks invest their 
excess, to increase earnings? The 
answer we have continued to stress is: 
Government securities. “Instead of 
sitting around with big cash reserves 
waiting vainly for cattle loans at 5 or 
6 per cent, lend the surplus cash to 
Uncle Sam,” has been our motto. 
“‘He is the fellow who needs to borrow 
money these days, and lots of it. 
While he doesn’t pay high interest 
rates he borrows in large amounts, and 
a small margin of profit on a large 
volume counts up fast. Furthermore, 
the interest on Government bonds, 
after taxes, is virtually all net profit. 
No servicing is required. So,” we 
have continued, “here is a third source 
of income.” 


O illustrate and emphasize these 

points, in our talks before banking 
groups, we have found it helpful to 
prepare some charts showing the actual 
situation existing in Iowa chartered 
banks, and citing how it might be 
improved through the application of 
the foregoing three riskless ways to 
increase earnings. In our charts of 


The theme in last year’s chart talks was : ‘’ How $592 could have been $1,294” 


This chart revealed an unduly small in- 
crease in proportion of invested assets 


This showed the large cut in potential 
profit taken by interest expense 


- 
Earnings from all sources, and how they 
could have been increased without risk 








ALL IOWA 
CHARTERED BANKS 


EACH 100,000 OF RESOURCES 
AT DECEMBER 31> 


COMPOSITION % 


INCREASE INCREASE 
1941 1942 decrease vecrease 


CAPITAL FUNDS $8856 .:7220 1636 18 
DEMAND DEPOSITS 59494 67,180 '7686 13 
TIME DEPOSITS 31650 25600 6050 {9 


TOTAL +100,000 *100,000 





INVESTMENTS Hof 


INCREASE INCREASE 


94 1942 DECREASE DECREAS 
US. SECURITIES 11920 +25790 -13,870 116. 
OTHER BONDS = ©2260 5770 1490 2! 





LOANS 44600 32300 12210 28 
JOM INVESTED ASSETS 63780 63950 170 

CASH 35180 35260 680 
FIXEDQ OTHER ASSETS 1,040 _ 790 250 
TOTAL 100,000 400,000 

















IOWA CHARTERED BANKS 
WHERE THE INTEREST INCOME 
ON EACH ‘100,000 OF 
RESOURCES WENT IN 194 


$2,025. a 
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TOTAL INTEREST INCOME #2,025 100% 

ALL TAXES 207 102% 
‘L818 

SALARIES AND WAGES [J 793 392% 
+1025 

OTHER EXPENSES 416 201% 
3609 

NET CHARGE OFFS Mm 660 «(34% 
1549 


INTEREST ON DEPOSITS HE 395 i95< 
LEFT FOR BANK OWNERS [| +154 76% 














3 WAYS 
TO ADD TO NET PROFITS 
BASED UPON EACH 
‘100,000 OF RESOURCES 


ACTUAL 1942 INTEREST INCOME $2,025 


DEDUCT OPERATING EXPENSES 1.871 
NET OF INTEREST INCOME 154 
ADD 1942 RISKLESS FEE INCOME 345 
ADD OTHER INCOME 93 
ACTUAL 1942 NET PROFIT 592 


POTENTIAL ADDITIONS 
1. REDUCE INTEREST EXPENSE 4 132 
2. INCREASE ‘FEE INCOME TO 


EQUAL SALARY EXPENSE 355 
3. INTEREST ON ADDITIONAL US. BONDS 
(115.000 @ 1.4375 x) 215 


+1,294 
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Wartime deposits out-raced invested assets 
in 1942; in 1943 the trend was changed 


5-year history during war and peace 


last year, we took $100,000 of resources 
as a unit of measure, enabling Iowa 
banks of all sizes to make ready com- 
parisons of their own institutions with 
the average. It is suggested that 
bankers reading this article may want 
to make similar comparisons. 

The first chart compared the com- 
positions of each $100,000 unit of 
resources on year-end call dates of 1941 
and 1942. It disclosed that invested 
assets for each $100,000 in 1942 only 
increased from $63,780 to $63,950, 
due largely to a $12,210 decline in 
loans. Therefore, our main contention 
in discussing. this chart was that a 
further increase was desirable —tnat 
Iowa banks should’ be more fully 
invested. 

Chart No. 2 revealed where the 
interest income from each $100,000 
unit of resources went in 1942. The 
average interest income for each unit 
was $2,025. After all expenses except 
interest on time deposits had been 
deducted, there was still $549 left. 
However, interest expense totaled $395, 
leaving only $154 or 7.6 per cent of the 
interest income for shareholders. The 
deep inroads into potential profits 
made by this item of-interest on de- 
posits was the primary point we 
attempted to develop from this chart. 

Probably of greatest interest was the 
third chart, which further showed the 
potentialities for increasing net profits. 
First was depicted the actual situation, 
in which a 1942 net profit of $592 was 
realized on each $100,000 unit, from 
all sources of income. Then the chart 
listed the following potential additions: 


1. ‘Reduction of the $395 interest ex- 
pense item by one-third, or $132. As 
mentioned, the average savings inter- 
est rate of Iowa chartered banks in 
1942 was 1.53 per cent, and the total 
cost to the banks was just under 
$3,000,000. We recommended that 
this rate be reduced to 1 per cent, which 
would be more in line with the current 
market price for money, and which 
would decrease this item of expense by 
approximately $1,000,000. 2. Increase 
of fee income to equal salary expense, or 
$355 for each $100,000 unit. The bulk 
of this would come, of course, from 
more adequate service charges although 
other possibilities were cited. 3. In- 
crease in interest income from Govern- 
ments by $215 for each unit of re- 
sources. This could be done, we 
pointed out, by purchasing $15,000 
additional U. S. securities for each 
$100,000 unit, one-half in 7% certificates 
and the other half in 2’s 1950/52, 
which would yield an average rate of 
1.4375 per cent. 

We showed on this chart how these 
three sources of profit, if fully de- 
veloped in 1942, would have added 
$702 and increased net profits from 
$592 to $1,294 for each $100,000 of 
resources. 

So much for this explanation of our 
chart talks of last year, in which we 
covered what transpired in the dim 
and distant past of 1942 and 1941. It 
was inserted here to give the reader 
essential background information for 
the description to follow, covering our 
informal chart discussion given last 
month at eight Iowa group meetings. 
Incidentally, when I say “informal” 
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I mean just that. Ralph and I divided 
the honors. Each of us carried a 
pointer and thought nothing of inter- 
rupting or assisting each other if the 
situation required it. There were no 
prepared manuscripts; we simply 
talked “‘shop” in bankers’ language, 
utilizing the illustrated charts to make 
our remarks easier to follow. 


At these group meetings in May we 
took up where we left off last year. 
We analyzed the results in 1943 to see 
to what extent the chartered banks uti- 
lized the riskless approach to greater 
earnings. We also made additional 
suggestions for the current year. 

Unfortunately, we had to abandon 
the convenient $100,000 of resources 
unit of measure, inasmuch as it would 
have given a distorted picture of some 
of the trends due to the unprecedented 
growth in total resources. 

In the first of the current charts, we 
presented in linear form the trends of 
three peace years and two war years 
from 1939 through 1943 as to deposits, 
total invested assets, loans, Govern- 
ments, other bonds, and cash. It was 
clearly disclosed that the trend during 
the first war year —1942 —was toward 
increased idle cash, with loans falling 
off and United States security holdings 
failing to keep pace with the gain in 
deposits. The chart further revealed, 
however, that the trend was arrested 
and reversed in 1943, with the gap 
between deposits and invested assets 
being narrowed, and cash _ holdings 
showing a slight decline. This his- 
torical picture of the past five years 

See ‘‘Riskless’’ Profits—Page 39 


Theme of current chart talks is: “How 9% gross became 30% net” 


This chart shows Iowa banks 9 per cent 
more fulty invested in 1943 


How gains in riskless income, decrease 
in interest expense, lead to profit showing 
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™ -DAY” —the day of termination 

of war production contracts — 

has no place in the popular 
chronology of the war. Yet, to many 
banks, it may be an important mile- 
post on the road back to peace. There 
will, in fact, be many ““T-Days” for 
banks: every time the government 
cancels a war production contract will 
be T-Day for the bank. 

That the establishment of post-war 
prosperity may depend largely upon 
the speed and success with which in- 
dustry passes through the termination 
phase of war production, is perhaps 
not fully realized as yet. With the 
approach of the war’s end, however, it 
will become increasingly apparent to 
banks and to industry that in most 
instances reconversion cannot start 
until termination has been successfully 
concluded. It goes without saying, of 
course, that peacetime production and 
accompanying prosperity must await 
reconversion. Hence it is that termi- 
nation becomes, in a sense, a legal, 
financial and industrial bottleneck. 

Banks with substantial investments 
in loans on assignments of the pro- 
ceeds of government contracts, cannot 
safely assume that repayment will be 
‘“‘automatic’”” when the contracts are 
canceled. A “terminated” contractor 
may suffer losses and, if he does, may 
be losing funds borrowed from the 
bank. Such a loan in the General 
Motors, Chrysler or Westinghouse 
class may be assumed to be self- 
liquidating; but if the borrower be a 
small war producer with limited work- 
ing capital, the bank should be pre- 
pared with trained personnel to aid the 
borrower and service the loan to the 
end that termination may be met and 
weathered without loss. 

As a result of cut-backs in the pro- 
duction of certain types of material 
and equipment, the armed forces have 
already embarked upon a termination 
program. As yet, cancellations have 
not been numerous enough to enable 
many interested banks to chart a 
routine for handling terminations. 
Some observers estimate that termi- 
nations at the end of the European 
war will total 35 per cent of all war 
contracts outstanding. 

In planning their termination pro- 
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Liquidating Loans 
on War ContTRACTS 


By 


: JOHN McDOWELL 


Vice-president, The Philadelphia National Bank, 
Philadelphia, Pennsylvania 


A suggested program whereby banks can protect their 
own interests and help the borrower to work out his 
problem of liquidation, in the event of war contract 


termination. 


Banks should be well informed on this 


subject, as the termination phase is already at hand 


cedure the banks must allow ample 
leeway for change, for, as termination 
accelerates, the government depart- 
ments may find it necessary and 
expedient to modify or reorganize their 
own policies and practices. In fact, 
some of the “bugs” that developed 
when termination first got under way, 
have already been eliminated. More- 
over. later legislation may require 
certain things to be done that are not 
now mandatory or authorize transac- 
tions not at present permissible. 

Even at this early stage, however, 
the bank can profitably consider cer- 
tain steps to be taken for the protection 
of its interests in any termination situ- 
ation: steps that would be useful 
whether the loan‘is guaranteed under 
Regulation V or VT or is secured 
simply by an assignment of the money 
due or to become due under a war 
production contract. 


IN any case the bank’s objectives 

are the same: to help the borrower 
work out his liquidation problem and 
to make sure that, as material, equip- 
ment and processed items are liqui- 
dated, the proceeds are applied to the 
repayment of the loan. The problem 
is apt to narrow down, in most in- 
stances, to ways and means of obtain- 
ing a valid lien for the bank on the 
tangible assets to be liquidated. With- 
out such a lien, the proceeds of the 
liquidation may be lost to other credi- 
tors or, in the case of an unscrupulous 
borrower, disappear. 

Certainly it is sound practice for the 





bank to assure itself that either the 
contracting officer or the borrower 
notify it immediately of cancellation 
of contracts. 
possibility of the bank’s learning too 
late of a disastrous condition which 


Such notice avoids the 


Familiarity with pertinent legislatio 
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earlier knowledge might have enabled 
it to retrieve. 

After the government has given the 
contractor notice of termination, the 
next step under present practice —and 
probably one that will be retained in 


nd government practice is a requisite 
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Charles W. Sorber. 


Officers from Philadelphia Ordnance District, left to right: Major Joseph Wexlin, Ist Lt. Hamilton Page, Captain 
Other men in the group include the contractor and his aides 


any modified termination procedure — 
is for the contracting officer, or negoti- 
ator, as he is called in some depart- 
ments, to arrange a conference with 
the contractor. Ordinarily, the con- 
tractor’s situation is examined pre- 
liminarily by the officer at the first 
conference. Thereafter the contractor 
compiles a complete inventory and, 
ordinarily, has an audit made as a 
basis for discussion at his next con- 
ference with the officer. 

Out of these conferences emerges 
the contractor’s termination plan. He 
may be urged to keep all or part of his 
material and partly processed items 
adaptable to civilian use. The possi- 
bilities of selling all or part of his 
inventory will be surveyed, and proba- 
ble sale prices considered. Sometimes 
the government will know of likely 
buyers. 

The importance of the bank’s know- 
ing the full details of the termination 
plan —really a liquidation plan —at the 
earliest possible moment, cannot be 
exaggerated; for it may well be that 
if the termination plan does not 
produce the bank’s money, it will not 
be produced at all. So far in my 
experience, most negotiating officers 
have been willing to have a repre- 
sentative of the bank sit in on the 
first or second conference. Sometimes 
a written outline of the plan can be 
obtained either from the borrower or 
the contracting officer. 

In the sale of inventory there is al- 
ways the hazard, of course, that the 
proceeds may be used for something 


It is suggested that banks affected by termination can usually have representatives at the settlement conferences 


else and not turned over to the bank. 
This might be met by making provi- 
sion for proper accounting to the bank 
by the borrower for any moneys re- 
ceived for inventories acquired under 
the assigned contract which are dis- 
posed of under the terms of the con- 
tract. Perhaps an assignment of 
accounts receivable representing such 
inventory sales might be taken by the 
bank. 

Some contractors, anticipating an 
expanded peacetime production, may 
be tempted to keep a heavier inventory 
of material and other items than the 
situation justifies. This, of course, 
delays liquidation and may get the 
contractor into trouble through over- 
loading. As a check on this, the bor- 
rower should be prohibited from keep- 
ing raw material, work in process, jigs, 
dies, tools and other items instead of 
filing his claim for them with the 
government, unless the bank consents 
to his doing so. 

In termination the bank’s position 
is tremendously strengthened if a 
legally enforceable lien has been ob- 
tained on inventory and other tangible 
assets to be used as a basis of claim. 
Particularly in marginal cases, it is a 
wise precaution to insert in the credit 
agreement a provision binding the 
borrower to create satisfactory liens in 
favor of the bank whenever requested 
to do so. Every agreement might 
well contain a provision requiring the 
borrower to turn over to the bank the 
cash value of inventory and other 

See LIQUIDATING CONTRACTS—Page 43 









UR new bookkeeper training 
program has been in operation 


since February of this year under 
the supervision of a training commit- 
tee. It is a wartime development, 
worked out in a critical labor area, and 
designed to give us both more flexi- 
bility and better training in our re- 
placements. It has proved to be a 
step decidedly forward for the bank. 

Before we started working on the 
new plan we had felt, as many other 
banks do, that the preferred method 
of training a new bookkeeper was to 
give her preliminary adding machine 
training and then place her with an 
experienced bookkeeper. When we 
analyzed this method, we found that 
even grade A students or those with 
previous office experience were in 
training for at least three months. 
We also found that experienced book- 
keepers did not have the time to train 
the number of new bookkeepers neces- 
sary, and that many of the experienced 
bookkeepers, although they knew the 
job themselves, were not qualified to 
teach the newcomers. Sometimes, too, 
we found an inclination on the part of 
the senior bookkeeper to use the 
trainee’s time for catching up on work 
that was behind. 

There is one other point that leads 
us to favor our new plan. This is 
our conviction that bookkeeper train- 
ing is fundamental for any bank job. 
We found from experience, as our 
people have gone into the armed 
services and into other phases of the 
war program, that qualified replace- 
ments were needed for tellers and 
other vacancies. It followed, in our 
thinking, that a department of well- 
trained bookkeepers would provide 
the basis of material for upgrading 
into higher positions. 

Perhaps at this point, before getting 
into a description of our new plan, we 
should explain that it is not our wish 
to claim originality for it or even for 
all of the thoughts expressed in this 
article. We have had help from many 
banks and from many other sources. 
We have been asked to tell what we 
have done, and we are glad to do it for 
whatever help it will be to other banks 
and in return for the help we have 
received. 
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Faster Training 
of BooKKEEPERS 


By 
P. RUSSELL OLIN 


Assistant Vice-president, National Bank of Detroit, 
Detroit 26, Michigan 


Before starting on its new program the bank trained 
bookkeepers by placing them with senior bookkeepers. 
The present group training plan has demonstrated to 
the bank that it will produce better bookkeepers in 
less time, and provide a basis for future upgrading 


As we got into the matter of em- 
ployee training we found that a great 
deal of new material was available, 
much of it developed as a result of 
wartime conditions. There was the 
job instructor course of the War 
Manpower Commission which was 
given to all of our instructors and those 
connected with the program, the 
experience and material made availa- 
ble by the American Institute of 
Banking, as well as the material that 
has been produced on machine oper- 
ation, on tests and progress records. 
What we did was to familiarize our- 


selves with all of this, and to make 
use of it in our own program. 

Our plan is a group training plan. 
It covers a course that includes every- 
thing we feel the trainee should know. 
It covers a definite schedule, reduced 
to writing. It follows a step-by-step 
procedure that does not offer more at 
any one time than the student can 
grasp. It recognizes the fact that those 
selected for the course will be new- 
comers to the bank and that one of 
our objectives is to acquaint them 
with our institution and its policies. 
In this, we firmly believe that it is 


They believe the plan could be adopted by almost any size bank 


The Training Committee: 
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Warren T. Whitehead, P. Russell Olin, Arthur S. Greiner 
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and at the same time provide a i 
training, which sometimes discourages the beginner 
first vieite, as this schedule will develop, are t 
ments totally unrelated to commercial bookkeeping, the 

thought being thet as the students pass through the 

mechenical part of their work and reach the beginning of 

their bookkeeping experience we can introduce them to departments 
which will be the source of work furnished. 






















“9200 = 10:00 (Olin - Greiner) 

: SS ~ fateeccrs part in war effort - bank's plece in 
@ssentiel industry - our bank: size, important position 
among nation's banks - unfold brief story of development of 
use of credit and checks in modern business - the book- 
keeper's pert in this wast record keeping. Outline general 
personnel policies of bank - opportunities for study and 
advancement. 
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10:00 - 10:30 - Trips through the bank, es 
the afternoch on the 


factor, morning is the best a Ripe Nana 


Wiecellaneous Information (Spicer + Hicke) 
Brief explanation of and then quick tour of various 
convenience facilities: 
(a) access to building - employees’ entrance - also 


es far _ A crobens will be made in 
of the fatigue 





rear elevators, 2:00 - 3:00 Balence of Lesson #2 
(b) Rest rooms (All lessons quoted are from Burroughs Manual) 
{c) Lounge . 
{d) Infirmary 3:00 - 8:30 Listing of practice checks. 
(e) Library 
(f) Coffee Shop - cafeteria TUESDAY 
(g) Starting time - lunch hour regulations, person 
to call when unable to report to work because 8:30 + 10:30 Lesson #3 and #4 


of illness. * 

: 10:30 - 10:45 Rest Period 
20:30 - 11:00 Explain operating features of the adding machine to give student 
basic knowledge of keyboard, result keys, and carriage. - 


Insert journal sheet for use of bookkeeping machine as a lister, 


10345 - 12:00 Leeson #5 and #6 


12:00 - 12:30 Lunch Period 
12:00 - 12:00 Have student add amounts submitted in leesone 16 and 17 of’ the 
Burroughs Manual using any method. Kecord the time. Thie 12:30 - 1:30 Lesson #7 
procedure will determine previous experience, aptitude, and 
natural ability. 1:30 - 2:00 Trip to War Bond Department (Troeke - Whitehead) 
; One of our contributions to war effort - develop story 
12:00 - 12:30 Thirty minute lunch period, (To impress trainees with correct of grovth of department - describé operation by following 
working habits, lunch period must be same time - same number through one lerge order from requisition to mailing. 
of minutes each dey.) 
2:00 - 3:30 Continue Lesson #7 . 
12:30 -. 1:30 Burroughs Wanudl ~- Lesson #1 
Complete lesson once, This lesson will develop habit of WEDNESDAY 
depressing keys and motor bar simultaneously. 8:30 - 10:30 Practice set #1 (400 checks) 


To be timed on progress chart. Practice sets to be 


1:30 - . 2:00 inter-changed for listing experience, 


Visit to “Cash Vault" and "Safe Deposit Veulte” - (Innes - Reichenbach) 
Cash Vault - Safety features - protection - size, securities 
and cash ~- alarm system - police - mechanical sorting and“ counting 


of silver, 10:30 - 10:45 


10:45 - 12:00 


fest period 


Listing practice sets 
Safe Deposit Vault - Protection - access procedure - rental rates - 


various facilities provided, 12:00 - 12:30 Lunch period 
12:30 - 1:00 Tests (Intelligence - mechanical and clerical aptitudes) 
Explanation: 
As part of our induction of trainees, the committee feels that 1:00 - 1:45 Visit to Trust Department (Stickels ~ Baxter) 
it is important for newcomers to visit all departments of the bank Explanation cf service - tour of depertment 
- this not only impresses the beginner with the scope of our 
facilities but creates interest in work as transactions from these 1:45 - 3:30 Lesson #14 


departments later clear their desks. These departments should not, Record timing on progress chert 








The course follows a systematic step-by-step procedure, covering a definite written schedule 


just as necessary for the incoming 
student to be as sold on the bank as it 
is for the bank to be sold on the 
student. 

The course covers a total of 160 
hours work. Broadly, this is broken 
down into 40 hours of adding machine 
operation, 100 hours of bookkeeping 
machine operation and check sorting, 
and 20 hours of class and depart- 
mental lectures. For full-time or day 
students, the course takes four weeks. 
For part-time or evening students, it 
takes eight weeks. Not included in the 
160 hours work, but nevertheless a 















part of the course, is a period of two 
weeks’ supervised on-the-job training. 

Day classes run from 8:30 to 3:30, 
and evening classes from 3:30 to 7:30. 
Adequate time is provided, of course, 
for lunch and rest periods. 

Our reason for holding both day and 
evening classes is to be found in the 
two general sources from which we 
obtain applicants. These two sources 
are: 1. Housewives who have had 
previous experience and who are mostly 
available for work in neighborhood 
branch bank locations. 2. Pregradu- 
ation high school students who are 


Machine training advances from the adding machine to the bookkeeping machine and transactions involved 


Other phases of the program include visits to departments, lectures, and supervised on-the-job training 


looking forward to permanent em- 
ployment after graduation. The house- 
wives, and also other applicants for 
immediate full-time employment, make 
up the day classes, and the high school 
students the evening classes. 

It has been our experience that em- 
ployment represents a duration job to 
the housewife. This group of women 
have come forward from patriotic 
motives, and have been of considera- 
ble help to the bank under difficult 
conditions. ‘They are all employed on 


an hourly basis for the duration of the 
See BOOKKEEPER TRAINING—Page 44 
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HE present may be a good time 
to take a look at the future 


possibilities in farm machinery 
financing. 
A check-up of these possibilities was 
recently undertaken among a number 
of the major farm implement com- 


OLIVER'S new two-way plow and light tractor 














THE BURROUGHS CLEARING HOUSE—June, 1944 


Outlook for Farm 


EK.QUIPMENT PAPER 


By 
HENRY J. BOONE 


Editor, THE BURROUGHS CLEARING HOUSE 


The much broader post-war market for farm equipment 
presages a comparably larger demand for dealer and 


farmer financing. 


In view of the increasing use of 


bank credit in this field, these views of implement 
firms on terms, dealer loans, etc., are worth noting 


panies. Personal views were obtained 
from officers and executives of these 
concerns at Racine, Milwaukee, Chi- 
cago, Moline and Minneapolis. 

They were asked for their opinions 
on both the current and future outlook 
for increased sales of farm machinery, 
for their expressions on bank financing, 
on banker-dealer co-operation, and on 
credit terms to farmers. 

Before getting into the future out- 
look, however, perhaps a better under- 
standing of the potentialities can be 
gained if a brief review of the trends 
in farm machinery development and 


Such new products as these, plus accumulated demand, promise to open up a mass markellg®” fa 


One-man combine by CASE 


financing during the past two decades 
is here interposed, for the long-range 
future promises to be an accelerated 
version of the past. 

From the equipment standpoint, the 
outstanding trend has been toward the 
increased mechanization of individual 
farms, including some of the smaller 
ones. In the 1920’s the light, all- 
purpose tractor made its debut, along 
with implements designed for use 
with it. Development of small farm 
equipment continued in the 1930’s. A 
small combine headed an important 
list. The application of rubber tires 
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was likewise of major importance. 
Even during the depression period 
power-farming made substantial prog- 
ress. The number of farm tractors 
increased from some 900,000 in 1930 
to 1,545,000 in 1940. The year 1941 
was the industry’s largest. 

From the financing standpoint, a 
notable trend has been toward the 
greater use of bank credit in place of 
direct financing by the farm equipment 
manufacturers. Many of the com- 
panies have endeavored to get out of 
the banking business and an increasing 
number of banks have become inter- 
ested in farm machinery paper. 

Of course, with the advent of war, 
normal trends were suspended. Pro- 
duction, and sales, of new equipment 
began falling even before the United 
States became an active participant in 
the war, and dropped rapidly when the 
companies took on war contracts. 
Incidentally, the companies in the 
industry have an excellent record in 
their dual wartime role. A number of 
them have been signally honored for 
their volume production of equipment 
for the armed services —guns, tanks, 
trucks, bomber wings, jeeps, and many 
other products. Additionally, they 
have played an invaluable partjin the 
battle of food. To date they have done 
this mainly by supplying replacement 
parts with which to keep existing farm 
machines in operation, and by a practi- 
cal program for maintaining dealer 
organizations, largely on a service basis. 

Production of new farm equipment 
during wartime continued to dwindle 
until last November when, practically 
at the vanishing point, it was revived 
by the not-to-be-denied demands of 
the huge food program. At that time 
the War Production Board issued 
directives calling for an increased out- 
put of farm machinery. Though this 


narkel—f0’ farm equipment after the war, greatly expanding the volume of financing required 


wo-man combine 








has been slow to materialize, because 
of the shortage of critical materials, 
the important fact is that production 
has passed the low point. 

The demand for financing, though 
it is still scraping bottom, may be 
expected to increase, however slowly, 
in the period immediately ahead. 
Whereas, this has dropped steadily 
since the beginning of war, even if 
resale and repair financing are in- 
cluded, credit demand should follow 
production. 

It is when we superimpose the 
longer-term view of the industry upon 
the prospects for the immediate future 
that the outlook becomes most impres- 
sive —so much so, in fact, that financ- 


ing institutions may well be giving 


considerable thought to the potential 
size of the market and the advisability 
of cultivating it intensively. 

According to leaders in the farm 
equipment industry, little more than 
the surface has been scratched so far, 
in the trend toward mechanization of 
farm operations. In some areas the 
horse is still a formidable competitor. 
Only about one out of three U. S. 
farms can be considered to be mecha- 
nized to any degree. 

Not only is the present market un- 
saturated but new developments in 
farm implements promise to expand 
the present “‘boundary lines’ and to 
open up a real mass market. There 
will be an extension and acceleration 
of the pre-war trend toward smaller, 
lighter, low-cost models, many de- 
signed for one-man operation. Follow- 
ing is an authentic forecast from 
Deere & Company as to new machines 
which will be available in the period 
immediately following the war: 

“Many of the machines to be re- 
leased for broad distribution when 

See FARM EQUIPMENT PFAPER—Page 46 
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ALLIS-CHALMERS’ one-man hay bailer 











A cancelled war contract may 
leave a large unused inventory 
of raw materials... 





...WHICH CAN BE SOUND 
COLLATERAL FOR A BANK LOAN 


Many of your bank customers may be faced with 
cancelled war contracts that leave them with heavy 
inventories of raw materials representing 50% to 75% 

of their current assets. At this crucial time your bank can 
perform a real service by suggesting an inventory loan 
based on Lawrence System field warehouse receipts. This 
type of loan may enable you to hold a good customer 

... while permitting him to reconvert to current or post- 
war requirements. And for customers who wish to purchase 
materials that are released for normal production, new 
inventories can be built up through Lawrence System. 








Your bank can arrange a Lawrence System inventory 
loan on the raw materials right where they stand on the 
borrower’s premises . . . always readily available for 
processing or marketing. Almost any kind of marketable 
commodity is sound collateral. 











The representatives of Lawrence System are experienced 
in this type of loan and can help you with any specific 
problem. Write or phone the office nearest your 
bank—service available from coast to coast. 


LAWRENCE SYSTEM /c/ watchousing 


FOR BANK LOANS AGAINST INVENTORY 


New York: 72 Wall Street - Chicago: 1 N. LaSalle Street + San Francisco: 37 Drumm Street 
Los Angeles: W. P Story Bidg. + Buffalo - Boston + Philadelphia - Kansas City 

St. Louis - New Orleans + Charlotte, N. C. » Jacksonville, Fla. - Minneapolis 
Dallas - Houston + Denver + Fresno « Portland, Oregon + Seattle - Spokane - Honolulu 










| AWRENCE 


SYSTEM 


In writing to advertisers please mention The Burroughs Clearing House 
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WASHINGTON VIEWPOINT 








By HENRY D. RALPH, Washington Correspondent 


Extension of Farm Credit 
Investigation Proposed 


An immediate investigation and 
study of the Farm Credit Administra- 
tion and all the co-operative lending 
agencies administered by it is asked 
by the special subcommittee of the 
House agriculture committee which 
has just completed a lengthy investiga- 
tion of the Farm Security Administra- 
tion. 

The clear implication of the commit- 
tee’s report is that there is a need for 
a resurvey of all lending activities of 
the Federal Government in the farm 
field to ascertain their present need, 
cost to the taxpayers, value to the 
borrowers, and degree of competition 
with banks and private lending insti- 
tutions. 

As a result of its investigation of the 
Farm Security Administration, the 
committee drafted legislation (H.R. 
4384) introduced by its chairman, 
Representative Harold D. Cooley of 
North Carolina, to abolish the FSA, 
liquidate most of its projects and 
activities, and turn the balance over 
to the Farmers’ Home Corporation 
which would be concerned chiefly with 
loans to tenant farmers for the pur- 
chase of their own farms. 

Among the charges laid to FSA by 
the committee were that it competed 
unfairly with commercial banks, par- 
ticularly through its subsidiary Re- 
gional Agricultural Credit Corpora- 
tions, competed with bona fide co- 
operative credit organizations under 
FCA, and made unsound loans to per- 
sons who could not possibly be ex- 
pected to repay them. 

On the other hand, the committee 
says there is a definite field for govern- 
ment loans to farmers, particularly 
tenants and war veterans, who are 
physically and mentally capable of 
successful farming and farm owner- 
ship but who lack any capital of their 
own or sufficient credit standing to 
justify private lenders in standing the 
risk of financing them. For such 
farmers the committee recommends 
government loans, under close restric- 
tions and safeguards, plus education 
and instruction in good farming meth- 
ods. 

The committee report particularly 
stresses the need for eliminating dupli- 
cation of government farm credit 
agencies, elimination of waste in 
administration, prevention of hope- 
lessly unsound loans, and no latitude 











FHA Commissioner ABNER H. FERGUSON 


Asks anti-inflation aid from lenders 


for experiments, favoritism, and reck- 
less handling of funds. 

In making farm tenant loans, the 
committee says the Federal agency 
“should not be permitted to finance 
farmers who are able to obtain the 
credit they need from commercial 
banks, co-operative and private lend- 
ing agencies, and other responsible 
private lenders, at reasonable rates 
and upon reasonable terms.” 


° S ° 


On Tenth Anniversary, FHA 
Sees Program in Danger 


With the Federal Housing Adminis- 
tration’s tenth anniversary due on 
June 27, FHA Commissioner Abner H. 
Ferguson has reversed the usual pro- 
cedure for birthday anniversary occa- 
sions by congratulating lending institu- 
tions, builders, and others for their 
co-operative efforts in making the FHA 
program a success. 

‘*Each of these groups has a right to 
congratulations on a job well done— 
a job which has seen millions of Ameri- 


cans better housed and a full measure of. 


stability and prosperity returned to the 
building and mortgage lending fields,” 
Mr. Ferguson declares. Under the 
FHA program, over $7\% billion in 
private funds have been spent to 
provide improved housing for nearly 
six million families. 





While Mr. Ferguson maintains that 
the FHA has done much to create a 
sound mortgage market in the United 
States, by setting up minimum prop- 
erty, construction and neighborhood 
standards as well as a uniform appraisal 
system, he adds that this stability is 
now menaced by an inflationary spiral 
of real estate valuations and prices 
which may lead to subsequent collapse. 

That this danger will carry over into 
the first post-war year is indicated by 
an FHA field survey which indicates 
the possibility of 400,000 privately 
built dwelling units costing about $2 
billion being constructed during the 
first twelve months period, and about 
$3 billion in home repair and moderni- 
zation, or a total of $5 billion in all, 
When this is compared with the $100 
billion of spending power that will be 
in the hands of the buying public, the 
inflationary possibilities are obvious. 

“The FHA came into being as a 
result of the very practices that are 
again creeping into the business of 
home credit and home financing as a 
result of the abnormal conditions of 
wartime,” Mr. Ferguson has stated. 
“The FHA is still in existence as a 
stabilizer of the market and I earnestly 
urge all lenders to avail themselves’ of 
the facilities it offers in the preserva- 
tion of their own business future.” 


o © ° 


Issuance of Postal Notes 
Up to Senate 


A new form of government instru- 
ment for the transfer of funds is 
provided in a bill (H.R. 4687) now 
being considered by the Senate post 
office committee providing for the 
issuance of postal notes up to $10 each. 

The bill was passed by the House 
without debate on recommendation of 
its post office, committee that postal 
notes would constitute a desirable 
addition to the postal money order 
system. Postal notes would be issued 
for a fee of five cents for any amount 
up to $10. They would be issued in 
fixed denominations of 10 cents, 50 
cents, $1, $1.50, and in multiples of 
50 cents up to and including $10. Odd 
amounts would be cared for by affixing 
special postal note adhesive stamps in 
denominations of 1 to 10 cents, and 
20, 30, and 40 cents. They could be 
redeemed at any post office within 
two months from date of issue, and, 
thereafter, by the Postmaster General, 
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and would not be negotiable or trans- 
ferable through endorsement. 

The committee’s report said that 
“the Post Office Department is the 
only organization that is able to 
provide a means for the transmission 
of money for all the people. Banks 
and other organizations supply only 
those who live in the larger towns and 
in places located on railways. The 
establishment of a United States 
postal note system will be advanta- 
geous for those persons who do not 
have banking and other convenient 
facilities to transmit money. It will 
eliminate the necessity for transmitting 
postage stamps, currency, and coins 
in the mails.” 

Present fees for postal money orders 
range from 10 cents to 19 cents for 
amounts up to $10, and approximately 
70 per cent of the money order busi- 
ness is for amounts of $10 and less. 
The necessary bookkeeping and ac- 
counting have caused the Post Office 
Department to show a loss for its 
money order business, but a simplified 
accounting system has been worked 
out which the Department believes 
will enable it to handle postal notes at 
a cost of 5 cents each. 


. ° ° 


Reserve Board Predictions on 
Post-War Banking 
Banking conditions after the war will 


be much different from those prevailing 
after World War I, particularly in 


that interest rates will remain low and 


bank deposits will remain large, the 
Federal Reserve Board predicts in its 
annual report. 





THE BURROUGHS CLEARING HOUSE—June, 1944 


“Long-term rates on government 
bonds have become stabilized at their 
present level after a decline lasting 
for many years,” the Board said. 
“The present situation raises the ques- 
tion of the probable trend of long-term 
interest rates after the war. Prospects 
are that conditions in the post-war 
period will favor the continuance of 
low long-term interest rates. Indi- 
viduals and corporations will have an 
enormous volume of liquid assets 
accumulated in the period of high in- 
comes and restricted opportunity for 
the purchase of goods. In addition, 
so long as the national income remains 
high there will be a large amount of 
current savings available for invest- 
ment. The situation will differ radi- 
cally from that after the last war, when 
liquid accumulations of businesses and 
individuals were far smaller than now. 
Also, banks were then borrowing 
heavily, whereas now they are practi- 
cally free from debt.” 

The Board declared that public 
policy .with regard to interest rates 
should be formulated to encourage 
capital outlays, achieve a high level of 
business activity, and safeguard the 
value of government security holdings. 
It was also pointed out that after the 
war this country will be the greatest 
creditor nation in the world, and in 
creditor countries the interest rate on 
long-range capital is apt to be low. 

In discussing the prospects for bank 
deposits after the war, the Board said 
that there is not much likelihood of out- 
flow of gold from the country in suffi- 
cient volume to reduce the volume of 
deposits much, and that the volume 
of currency in circulation is more apt 
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Explore now the possibilities of the development of 
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to decline, thus increasing deposits, 
than to expand further, which would 
reduce deposits. Therefore, the chief 
factor which would cause a large reduc- 
tion in deposits would be a reduction 
in the banks’ loans and investments, 
and since about two-thirds of the earn- 
ing assets of banks at present consist 
of government securities the Board 
reasons that any substantial reduction 
in bank credit would be through rapid 
contraction of government debt or sale 
of government securities by banks to 
non-bank investors. Either of these 
developments would cause bank de- 
posits to decline but this would release 
required reserves which would be 
available to serve as the basis for 
expansion of loans and investments 
(and thus in deposits) equal to the 
previous contraction. 


¢ Sf SJ 


Legislation Asked on 
Bank Holding Companies 


Legislation to prevent expansion of 
bank holding companies and to provide 
greater control over their activities 
has been recommended to Congress by 
the Board of Governors of the Federal 
Reserve System. 

Present laws, the Board said in its 
annual report, give very little control. 
Bank holding companies have served a 
useful purpose in some areas of the 
country and have contributed banking 
services which might not otherwise 
have been available, the Board said, 
opposing legislation to require that 
holding companies be dissolved im- 
mediately. It asked new legislation 
to prevent the creation of new holding 
companies or the expansion of existing 
ones, plus controls under which holding 
companies would be required, in an 
orderly manner, to divest themselves 
either of their banking or their non- 
banking activities. 

* + + 


New Debt Ceiling Set 
at $240 Billion 


An increase in the debt limit calcu- 
lated to run the government only to 
March 31, 1945, at its present rate of 
spending has been granted by Con- 
gress, indicating a hope, if not a 
belief, that an end to the war or some 
other reduction in expenditures may 
bring the budget into balance by that 
time. 

The authorized debt limit has been 
$210 billion, and since the debt is now 
about $190 billion the Fifth War Loan 
drive, with a goal of $16 billion, would 
have brought the debt against the 
ceiling without additional legislation. 
The Treasury originally asked that the 
debt limit be raised to $260 billion, a 
point which will be reached in mid- 
summer of 1945 at the present rate. 
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Report No. 5on 
HONESTY ENGINEERING 
—a new ideain 
Personne! Relations 








“and it’s a big help in cutting down 
employee turnover” 


TATEMENTS like that are typical of what 

personnel managers say about Honesty En- 
gineering. Because by helping employees resist 
the temptation to turn dishonest, it prevents loss 
of hard-to-replace employees. One food process- 
ing concern, for example, found that this new 
Personnel-Protection Plan cut manpower losses 
due to dishonesty by more than 75%. 
Based on experience, the U. 8. F. & G. Personnel- 
Protection Plan not only insures you against 
financial loss through employee dishonesty but: 





(1) discloses undesirable personnel and. prevents 
waste in training; (2) applies tested methods that 
keep good employees from going wrong; (3) helps 
employers eliminate leaks, pitfalls and careless 
acts that may lead to employee dishonesty. 
Whether you employ 10 people or 10,000, your 
U. S. F. & G. agent will be glad to show you 
how the Personnel-Protection Plan helps you 
keep your employees by keeping them honest. 
Consult him today. 

Branch Offices in 43 Cities — Agents Everywhere 


.& EF « G. 


UNITED STATES FIDELITY & GUARANTY CO. 


affiliate: 
FIDELITY & GUARANTY FIRE CORPORATION 


HOME OFFICES: BALTIMORE, MD. 


Consult your insurance agent or broker 





as you would your doctor or lawyer 
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American Surety Company 


Home Office: 100 Broadway, New York 


New York Casualty Company 


Home “Office: 100 Broadway, New York 














THE BURROUGHS CLEARING HOUSE—June, 1944 


PERSONALITIES in the NEWS 











GORDON RENTSCHLER 


Drafted to lend advice on 


bankers have been given impor- 
tant new responsibilities, both 
pertaining to reconversion problems. 
One of the members of the War 
Production Board’s new Advisory 
Committee for Civilian Policy is 
Gordon Rentschler, chairman of the 
board, The National City Bank of New 
York. Among other prominent mem- 
bers are Eric Johnston, Philip Murray 
and William Green. It.is reported 
that WPB Chairman Donald Nelson 
intends that policies adopted by the 
War Production Board concerning 
readjustment of industry after the 
German phase of the war has been 
terminated shall be dictated by the 
public interest. The new committee 
will have an advisory voice in deter- 
mining the readjustment policies. 
Meanwhile the Committee for Eco- 
nomic Development has newly organ- 
ized a national Financial Advisory 
Committee to provide assistance to 
medium and small business men in 
meeting special problems of financing 
reconversion and post-war expansion. 
Chairman of the new CED committee 
is Hugh R. McGee, vice-president, 
Bankers Trust Company, New York. 
Other members are: W. G. Aschen- 
brener, vice-president, American Bank 
& Trust Company, Racine, Wiscon- 
sin; Kenton R. Cravens, vice-presi- 
dent, Mercantile-Commerce Bank and 
Trust Company, St. Louis; H. H. 
Dewar, partner of Dewar, Robert- 
son & Pancoast, San Antonio; 
Charles Garland, member of the 
firm of Alexander Brown & Sons, 
Baltimore; and Hugh R. Chace, 


6 ye prominent New York City 





HUGH R. McGEE 


reconversion and readjustment problems 


assistant vice-president, Bank of New 
York, who is secretary of the com- 
mittee. A handbook being prepared 
by the committee to help business 
men is scheduled to be ready for dis- 
tribution this month. 


e 


The president of the oldest mutual 
savings institution in the United States 
has been elected president of the 
National Association of Mutual Sav- 
ings Banks. He is Isaac W. Roberts, 
head of The Philadelphia Saving 
Fund Society, founded in 1816, which 








ISAAC W. ROBERTS 


Heads mutual savings association 


has in recent years enjoyed a record 
growth under his direction. Now the 
second largest of the mutual institu- 
tions, the Society has deposits of $421,- 
000,000 and depositors numbering 
602,000. 

Mr. Roberts was educated in law, 
and practiced for some years in Phila- 
delphia. He also assumed manage- 
ment of extensive realty interests, 
which brought him more and more 
into the banking field, resulting in his 
election as manager of the Philadelphia 
Saving Fund Society in 1922. He 
became vice-president in 1931, senior 
vice-president in 1934 and president 
in 1941. Business affiliations include 
a directorship in The Pennsylvania 
Company, Philadelphia, as well as in 
a number of insurance, transportation 
and utility companies. 


> 


The new president of the Federal 
Reserve Bank of Boston, Ralph E. 
Flanders, who assumed office May: 1, 
has an unusually well-rounded back- 
ground which embraces engineering, 
economics and finance. 

He is best known as president of the 
Jones & Lamson Machine Co. and the 
Bryant Chuck- 
ing Grinder 
Company, from 
which connec- 
tions he is now 
on leave of 
absence. He has 
had various 
governmental 
connections, in- 
cluding member- 
ship in the Busi- 
ness Advisory 
Council of the 
Department of 
Commerce since 1933. He is a mem- 
ber of the Economic Stabilization 
Board, chairman of the CED Re- 
search Committee, and was president 
of the New England Council, 1941- 
1942. He has been president of the 
American Society of, Mechanical Engi- 
neers, and president of the National 
Machine Tool Builders Association. 
He is author of books and magazine 
articles on engineering and economic 
subjects. 

In the field of finance, Mr. Flanders 
is a director of the National Life Insur- 
ance Company of Montpelier, Ver- 
mont, and was formerly a director of 
The National Shawmut Bank of Bos- 
ton. He was elected a Class B direc- 
tor of the Federal Reserve Bank of 
Boston in August, 1941. As president 





RALPH E. FLANDERS 


he succeeds William W. Paddock, 


(sa Renae 
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who has retired after twenty-five years 
of service in the Federal Reserve 
System. 


+ 


Another veteran of the Federal 
Reserve System has announced that 
he will retire shortly. He is Matthew 
J. Fleming, president of the Federal 
Reserve Bank of Cleveland, who will 
reach the retirement age of sixty-five 
on June 4, and who plans to step out 
before his present five-year term ex- 
pires next February —in favor of an 
increased diet of sunshine, golf and 
fishing. 

No one can say that Mr. Fleming 
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hasn’t earned such an alluring pros- 
pect, for this is his 47th year in the 
banking business. His first job was 
with the Third National Bank of 
Pittsburgh, at nineteen. Later he 
worked eleven years for the Farmers 
Deposit National Bank. In 1914 he 
came to Cleveland as auditor of the 
newly created Federal Reserve Bank, 
and in 1935 he was elected governor 
following the death of E. R. Fancher. 


¢ 


One of banking’s well-known 
authors is Herbert V. Prochnow, 
assistant vice-president of The First 
National Bank of Chicago. His latest 
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eeeand more than 490 branches of this 
bank to serve you. Present and post-war business 
opportunities in California command the interest of bankers 
and executives throughout the country. In the development of 
their interests in this market many of these men are finding 
that the unique statewide service of Bank of America offers 
numerous advantages. Inquiries receive prompt attention. 


CAPITAL FUNDS . 
DEPOSITS . .. 
RESOURCES 


- $ 166,384,994.51 
-  3,498,153,209.87 


* 3,697,912,674.78 


( As of December 31, 1943 ) 


Bank of America 


NATIONAL 28USTA82 ASSOCIATION 
MEMBER... FEDERAL RESERVE SYSTEM—FEDERAL DEPOSIT INSURANCE CORPORATION 


Complete Banking Facilities - Commercial - Savings - Trust - Safe Deposit 
Main offices in two reserve cities of California ... San Francisco - Los Angeles 


Blue and Gold BANK of AMERICA TRAVELERS CHEQUES 


are available through authorized banks and agencies 
everywhere. Carry them when you travel. 





In writing to advertisers please mention The Burroughs Clearing House 





work is a_ biographical anthology 
entitled “Great Stories from Great 
Lives.” He examined 2,000 biogra- 
phies, and selected 83 stories from 
60 biographies for his anthology. 


+ 


Oscar R. Kreutz is general man- 
ager of the newly organized National 
Savings and 
Loan League, 
having resigned 
as general man- 
ager of the Fed- 
eral Savings and 
- Loan Insurance 
Corporation to 
accept the ap- 
pointment, effec- 
tive May 1. He 
had been with 
the Insurance 

Corporation 

since it was first 
established ten years ago, and had 
directed its activities since 1941. His 
successor at the FSLIC is Dr. 
William H. Husband, a member of 
the Federal Home Loan Bank Board 
from 1937 to 1942. 

Two other important steps have 
been announced by the National Sav- 
ings and Loan League. One is the 
establishment of offices in Washington, 
D. C. The second is the appointment 
of Dr. H. E. Hoagland, Professor of 
Business Finance at Ohio State Uni- 
versity, to serve the League in an 
advisory capacity. 

The National Savings and Loan 
League held its organizational meeting 
last December. Its first president has 
been S. H. Bever, president of the 
Equitable Building and Loan Associ- 
ation of Fort Worth. The first annual 
meeting was scheduled to be held 
May 30-31 in New Orleans. 


¢ 


John A. Wilshear has been elected 
vice-president of the Bank of the 
Manhattan Company, New York. He 
was formerly assistant vice-president 
and has been with the bank for 
twenty-eight years. 





OSCAR R. KREUTZ 


° 


Robert D. Walker, widely known 
in western banking circles for the past 
twenty-five years, has joined the staff 
of Valley National Bank, Phoenix, 
Arizona, in charge of trust develop- 
ment and estate planning. He has 
been in banking almost continuously 
since 1915, and was trust officer with 
The Phoenix Savings Bank & Trust 
Company for fourteen years until his 
resignation March 1. 


* 
A new vice-president at the Wilming- 


ton Trust Company, Wilmington, 
Delaware, is William B. Denham. 


He comes from the Girard Trust Com- 


TF 
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Speeds Up Machine Posting 


Faster operation and easier accessibility for more 
records are afforded by the new V-28 Posting 
Tray. Multiple separators that divide the records 
into uniform groups provide smooth, effortless 
action. V-28 offers finger-tip ease of operation 
regardless of card size. e« Compact — portable — 
flexible, Diebold V-28 is the ideal posting tray for 
all machine posted records. Accommodates ledger 
cards for all types of machines. Order today. 
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4 New 
Filing Principle 


Eliminates the need 
for a compressor 
and follower block. 
Provides as much 
as 33% % more 
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pany, Philadelphia, where he was 
assistant vice-president for a year. 
Prior to that he was for twenty-three 
years Philadelphia manager of the 
General Motors Acceptance Corpora- 
tion. His new duties will be in connec- 
tion with corporate depositors whose 
head offices are located throughout the 
country. 
a 


The First-Central Trust Company, 
Akron, Ohio, announces the election 
of R. C. Parish as vice-president and 
trust officer. He has been an assistant 
trust officer with the bank for the past 
sixteen years. Previously he was a 
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bank examiner, bank auditor, and 
investment broker. 


° 


Godfrey Strelinger, formerly as- 
sistant to the general sales manager, 
Nash Motors Division, has been elected 
treasurer and assistant secretary of 
Nash-Kelvinator Corporation, filling 
the post recently vacated by the death 
of G. V. Egan. 


aa 


R. S. Hecht, chairman of the board 
of The Hibernia National Bank in 
New Orleans and a former A. B. A. 
president, has been elected president 
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From school and kitchen 
came the farmer’s daugh- 
ters and often his wife,eager,determined, 
and able to operate the modern machines 
of food production; out of well-earned 
retirement came hardy veterans of the 
farm ...men who already had put in 40 
to 60 years tilling the soil; and from the 
schoolroom came sturdy farm boys to 
pitch in wholeheartedly to get the job 
done. And the job was done! Each year 
since the war began, America’s farms 
have produced in unparalleled abund- 
ance! The Nation salutes those gallant 
reserves who saved the vital Food Front 
for our country. 

And while everyone on the farm food 
front pitched in to do a more outstand- 
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ing job in the production of food, fiber, 


and oils the Reserve Troops of rural 
America did other vital War work, too. 
The farmers and farm machinery deal- 
ers of America did, and are still doing 
the outstanding job of GETTING ALL 
SCRAP INTO THE BIG SCRAP. 
They are buying War Bonds and are 
keeping them, and playing an impor- 
tant part in every War task on the home 
front. All America and all the United 
Nations can justly salute the Reserve 
Troops of the United States in action 
on the Food Front. 

Minneapolis-Moline is producing all 
the tractors and farm machinery allowed 
under government —— orders for 
which materials can be ob- 
tained—and many quality 

roducts for our ag ie 


orces so Victory may \f »/ 
ours sooner, a. 





a 


MINNEAPOLIS-MOLINE 
POWER IMPLEMENT COMPANY 


MINNEAPOLIS 1, 





MINNESOTA, U.S. A. 


In writing to advertisers please mention The Burroughs Clearing House 











of the “Board of Liquidation, City 
Debt” of New Orleans. This six-man 
board, which has been in existence 
since 1880, is charged with the responsi- 
bility of supervising and handling the 
bond indebtedness of the city. Mr. 
Hecht has been a member of the board 
for twenty-five years. The board also 
includes John Legier, president of 
the National American Bank. 
” 


Congratulations from banking 
friends all over the country were 
showered upon J. M. Hutchison, 
senior vice-presi- 
dent and director of 
The Farmers and 
Merchants Na- 
tional Bank of Los 
Angeles, when on 
April 27 he cele- 
brated his 50th 
year of service to 
that institution. 
He started work as 
a messenger boy 
when Los Angeles had a population of 
only 50,000, and the bank’s deposits 
totaled about $2,000,000 in contrast 
to today’s $240,000,000. Friends know 
him as an ardent fisherman and an 
expert in woodcraft. 

. 


Gary M. Underhill, assistant 
vice-president of the Morris Plan 
Bank of Virginia and author of several 
articles in The Burroughs Clearing 
House, has been commissioned a lieu- 
tenant (j.g.) in the Naval Reserve and 
reported May 8. 





J. M. HUTCHISON 
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When the average person reached 


_ the age of seventy-six with close to 


sixty years of banking experience be- 
hind him, he would be more than ready 
for retirement. Instead, Charles S. 
Moody is interested in launching the 
Bank of Washougal, at Washougal, 
Washington. He has resigned as vice- 
president of the Peoples National Bank 
of Washington in Seattle, to start the 
new venture. Thirteen years ago as 
state banking supervisor Mr. Moody 
closed the only bank in Washougal. 


+ 


Ross Sears, the new president of 
the First National 
Bank, Artesia, New 
Mexico, has had 
broad experience in 
live stock and oil 
operations, as well 
as in banking. He 
was formerly presi- 
dent of The First 
National Bank, 
Troup, Texas, and 
has been associated 
with Texas banking since 1917, start- 
ing at Weatherford and at Arp. 
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CANADIAN BANKING 
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By JAMES MONTAGNES 


Who Should Own Banks 


A Gallup Poll held recently in 
Canada as regards ownership of banks 
shows that 66 per cent of those ques- 
tioned favored continuing the present 
arrangement under private ownership, 
23 per cent favored government-owned 
banks, and 11 per cent were undecided. 


Sd 7 ° 


Bank Act Revision 


Reduced interest rates, regulations 
to allow chartered banks to make un- 
secured personal loans, government- 
guaranteed bank loans to farmers and 
fishermen, simplification of the borrow- 
ing requirements for certain types of 
business, and transfer of unclaimed 
bank balances to the Bank of Canada, 
were among the main provisions of 
revision to the Canada Bank Act 
announced by Finance Minister J. L. 
Ilsley at Ottawa early in May. The 
Canada Bank Act is revised every ten 
years, the bank charters being renewa- 
ble on July 1, 1944. The proposed 
revisions are now being discussed by 
the House of Commons Banking and 
Commerce Committee, at which top 
executives of Canada’s banks will give 
evidence, before the revisions and 
amendments become law. 

Interest rates on commercial loans 
are to be reduced from the maximum 
of 7 per cent to 6 per cent, -Finance 
Minister Ilsley indicated. Also, under 
the proposed revision, chartered banks 
may make unsecured personal loans 
up to $500 repayable in installments 
in one year at 5 per cent discount rate. 





Finance Minister J. L. ILSLEY 


Proposes changes in banking system 


This provides for an effective interest 
rate of 934 per cent. The Canadian 
Bank of Commerce, the only bank 
which has set up a special small or per- 
sonal loans department to date, charges 
an effective rate of 11 per cent. Small 
loan companies in Canada are limited 
to a maximum rate of 2 per cent per 
month, and the new regulations which 
would permit banks to make unsecured 
personal loans are expected to affect 
their operations. 

A Farm Improvement Loans Act, 
complementary to the Canada Bank 
Act revisions, and similar to the Home 


Canadian banks have paid average dividend of 4.6% over 15-year period 














Operating Earnings for the 10 Chartered Banks 


Average 1929-43 


ee a a ee $ 77,500,000 
Income from securities............. 35,000,000 
Exchange, services, etc............. 26,200,000 

$138,700,000 


Operating Expenses for the 10 Chartered Banks 


Average 1929-43 


Interest on deposits................ $ 36,000,000 
Wages and salaries... 42,500,000 
Provision for taxes..... .... 10,500,000 
3. ere 1,500,000 
Depreciation....... 1,800,000 
ee Lee 20,000,000 

$112,300,000 


Per cent 1943 Per cent 
55.9 $ 60,600,000 41.9 
ye We 4 48,700,000 33.7 
18.9 35,200,000 24.4 

100.0 $144,500,000 100.0 

Per cent 1943 Per cent 
32.1 $ 24,500,000 21.3 
37.9 49,700,000 43.2 

93 15,900,000 13.8 
1.3 2,100,000 2.0 
1.6 2,300,000 2.0 
17.8 20,400,000 17.7 
100.0 $114,900,000 100.0 














Improvement Loan Act enacted some 
years ago, will provide government 
guarantee up to 10 per cent to banks 
against losses on farm improvement 
loans, within certain limits. A maxi- 
mum simple interest of 5 per cent has 
been set for these agricultural loans, 
which may be made to farmers owning 
their farms, to purchasers under agree- 
ments for sale, and to tenant farmers. 
Loans may be made for purchase of 
agricultural implements and equip- 
ment, for farm electrification and per- 
manent improvements, with farm im- 
plements, live stock and threshed grain 
as security. A similar bill to aid 
fishermen is to be announced next 
session, the Finance Minister stated. 
Meanwhile guaranteed farm loans may 
be made to fishermen who are also 
farmers. Experience with the Home 
Improvement Loans Act, under which 
banks loaned $50,000,000, mostly in 
urban districts, showed losses of only 
three-fourths of 1 per cent. 

The government also plans to re- 
consider the Central Mortgage Bank 
Act, which was enacted just prior to 
the outbreak of war, and operation of 
which was postponed for the duration. 

Unclaimed bank deposits, now total- 
ing about $3,000,000, are to be trans- 
ferred to the Bank of Canada in the 
future after ten years. Until now the 
banks have had to report annually on 
these deposits, some of which are un- 
claimed for nearly 100 years. At the 
same time the Canada Bank Act is 
being revised to relieve banks of 
liability where items in their accounts 
have not been questioned for 30 years, 
through allowing banks to destroy 
records more than 30 years old. Banks 
have had to maintain a vast volume 
of records, some of which go back to 
the first day the bank opened. 

The banks, under the revision, will 
be enabled to simplify procedure in 
giving security which is now compli- 
cated and unnecessarily burdensome, 
involving much paper work. The 
amendment under Section 88 of the 
Canada Bank Act will allow security 
given at the outset to cover property 
of the same kind acquired in future. 
Under Section 75, banks may now 
lend money against sales contracts. 

Revision under the rights of Ca- 
nadian banks to .issue their own notes 
call for retirement by January 1, 1950, 
of all notes outstanding in Canada, 
issued by individual banks. Power to 
issue new currency would cease Janu- 
ary 1, 1945, under the proposal, al- 
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to issue notes for circulation outside of 
Canada to a maximum of 10 per cent 
of unimpaired paid-up capital.. 
Breaking precedent, the Finance 
Minister revealed current operating 
earnings and expenses of the chartered 
banks. Over a 15-year period his re- 
port showed that banks had averaged 
4.02 per cent in current operating 
earnings on their total assets; 3.26 per 
cent on total assets in current operat- 
ing expenses;.and paid an average of 
4.6 per cent in dividends on total share- 
holders’ equity. ‘“‘By no stretch of the 
imagination can a business which 
produces such results be regarded as a 
gold mine,” he stated. ““My considered 
judgment is that the Canadian banks 
have not made unduly large profits; 
that they have come through a most 
difficult period without impairing the 
proud tradition of safety which they 
have built over a long period of years; 
that they have reserved an amount of 
earnings appropriate to take care of 
the normal hazards of banking, but 
not an amount which responsible and 
prudent men could say is unduly large; 
and that their shareholders have been 
content with a net amount of earnings, 
both in the form of dividends and left 
in the business, which is really modest 
in comparison with the record of other 
businesses subject to similar risks and 
managed with comparable efficiency.” 
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Banker on Tourist 
Committee 


Alex. McD. McBain, manager of the 
foreign relations department of the 
Bank of Nova 
Scotia,. Toronto, 
has been named a 
member of the 
Canadian Govern- 
ment’s Advisory 
Tourist Commit- 
tee. As public re- 
lations officer of the 
Foreign Exchange 
Control Board, he ALEX. McD. McBAIN 
served on the Advi- 
sory Tourist Committee in the early 
days of the war when Canada was 
promoting the tourist business from 
the United States. Now that the com- 
mittee has been revised to stimulate 
post-war touring, Mr. McBain has 
been asked to serve again. 
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Keeping Soldier-Bankers Posted 


The Canadian Bank of Commerce, 
through its various War Guild chapters 
which supply bankers now in uniform 
with comforts, is now sending periodic 
newsletters to the 1,500 men and 
women from the bank who are in the 
armed forces. 


MAKERS OF HIGH GRADE PAPERS 
EVERY WESTON PAPER IS A COTTON FIBRE CONTENT PAPER 


DEFIANCE INDEX 100% WINCHESTER INDEX 
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THE BOOKLET COUNTER 
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New Booklets 


What Government Bonds 
Should I Buy?... This is a simple, 
practical discussion of the subject, 
especially directed to the smaller 
banks. In non-technical language a 
bank executive gives his views on why 
investment in Government bonds is 
essential and will remain so, what 
kind of Governments to buy, how to 
space maturities, the future outlook 
for interest rates, deposit shifts, etc. 
He also suggests, for simplification, a 
three division plan of diversification: 
7/8’s for the short holdings, a four- 
year maturity for the mediums, and a 
third division around a 1950-52 ma- 
turity. The booklet contains a wealth 
of sensible advice that should be of 
especial interest to the country banker. 


How One Company Organized 
to Handle War Contract Termi- 
nations... Every bank engaged in 
war production financing should ob- 
tain a copy of this manual, for the 
benefit of its customers. 

A manufacturer with over 3,000 war 
contracts faced multiple headaches 
when terminations started. A program 
was organized for compiling the neces- 
sary information so that claims could 
be presented and paid in the quickest 
possible time, and the plan has worked 


HOW ONE COMPANY 


ez asi ze wd To Mandl 


WAR CONTRACT 
TERMINATIONS 














Details procedures, shows forms 


so well that termination officials sug- 
gested that it be outlined in booklet 
form for the benefit of other firms. 
The resulting manual is a step by 
step, graphic presentation of the 
process. It gives a suggested break- 
down of termination duties by depart- 


These booklets are available upon 
request, free of charge or obligation, 
under an arrangement whereby the 
requests are referred promptly to the 
producers. Simply address requests 
on bank or company letterhead to 


The Editor 

The Burroughs Clearing House 

Second and Burroughs Avenues 
Detroit 32, Michigan 





ments. It sets time limits for each 
department. It illustrates fourteen 
practice-proved forms which the com- 
pany designed to expedite the work. 

Many companies faced with termi- 
nations will be able to adopt this plan 
in whole or in part, and banks will be 
doing them a service by calling it to 
their attention. 


Bank-by-Mail ... A portfolio of 
helpful material for banks interested 
in “‘taking their deposit facilities to 
customers,” through the extension of 
banking service by mail. It cites some 
of the logical prospects for this type 
of service, explains and illustrates the 
simple mailing unit involved, and con- 
tains reproductions of suggested letters 
and newspaper. advertisements for 
obtaining new customers. Also worth 
noting is a letter from an individual 
bank, citing comparative costs. 


Business Checks, Their Proper 
Planning and Design ... The 
symptoms and the cure for “head- 
ache” checks —the kind that cause so 
much trouble for bank tellers and 
bookkeepers—are cited here. The 
booklet points out, with actual ex- 
amples, how poor arrangement of in- 
formation or confusing design can 
cause errors and loss of time and 
money. It then illustrates a recom- 
mended model of a well-planned draft- 
style check and discusses the eight 
essentials of good check design. 


Small Business After the War 
- « « This bulletin, published by the 
CED Committee on the Special 
Problems of Small Business, outlines a 
positive program of action on both a 
national and local level. It urges a 
number of specific measures to favor 
the establishment and growth of small, 
independent enterprises. Among the 
national measures are special consider- 
ation in reconversion, material alloca- 
tion, tax relief; technical guidance; 


and strict enforcement of anti-trust 
laws. 

Recommendations for local aid in- 
clude the forming of community “‘ac- 
tion groups” to assist small. business 
to find needed capital at reasonable 
cost. 


‘‘Hard Money’’... An interest- 
ing plea for international bimetallism 
to facilitate post-war world trade, by 
the chairman of a leading corporation. 
He maintains that the present world 
monetary stock of gold is insufficient 
to permit a return to the single gold 
standard, and suggests as a cure for 
this physical scarcity the restoring of 
silver as a monetary metal. Under his 
proposal, the governments would offer 
to buy all silver offered as well as gold, 
at specified prices for each, and to sell 
freely at the same buying prices, plus 
a very small handling charge. Thus 
he strongly advocates the use of gold 
to its full physical extent, but instead 
of supplementing the metal with some 
form of bookkeeping, managed cur- 
rency or other paper money substi- 
tutes, would restore silver to provide 
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ments and’ valuable assistance. i 
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WHEN NIAGARA FALLS RAN DRY 


HERE wasn’t a whisper in Niagara’s roar 
that day—not even a sound. 


It all began with a thunderous storm that shoved 
an ice jam right to the mouth of the Niagara 
River, created a dam, and closed off the water 
from Lake Erie. Surprised Niagara Frontier resi- 
dents wouldn’t believe it—not Niagara Falls run- 
ning dry! But they had to when a lot of them 
started walking over the dry river bed at the edge 
of the precipice. That night, increasing river 
pressure finally swept away the freak ice jam. 
Soon the Niagara started roaring along again. 

It happened on March 28, 1848, just a few years 
before the Marine started serving Buffalo and 
the Niagara Frontier. Today after 93 years of 
sound and unshaken financial integrity, Buffalo’s 
oldest and largest commercial bank is looking 
forward to its second uninterrupted century. 


MARINE TRUST COMPANY OF BUFFALO 


A Marine Midland Bank 
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the equivalent of a. larger supply of 
gold. 


The Peoria Plan for Human 
Rehabilitation ... The problem of 
helping individuals who have sus- 
tained physical handicaps or disabili- 
ties through military service, by en- 
abling them to return to as normal a 
life as possible, is recognized as a very 
real responsibility of communities and 
of individual businesses. Here is re- 
lated the story of a widely-heralded 
and systematic community response 
to this problem, which will become 
increasing pressing as wartime casualty 
lists mount. Banks could well take 
the lead in organizing similar programs 
in their own communities. 


Still Timely 


Safeguards Against Forgeries 
. -- An unusually instructive 3l-page 
booklet prepared by a New York City 
bank to help tellers prevent losses from 
forgeries and diversion of funds, and 
to guide them in cashing checks. 


Banks—1944 . . . This 53-page 
brochure discusses the post-war out- 
look for banking in general, and pre- 
sents statistics on the resources, book 
value and price range of shares, operat- 
ing earnings, net profit, and dividend 
record of some 140 leading banks. 


Going Into the Service? ... 
A bank offers practical suggestions to 
those going into the armed forces, 
covering what to do about a bank 
account, automobile, valuable papers, 
safe deposit box, real estate, life insur- 
ance, investments, will, power of 
attorney, and revocable living trust. 


Technical Advisory Service for 
Small Business . .. A_ bulletin 
summarizing the help available through 
the Smaller War Plants Corporation, 
for small manufacturing enterprises 
suffering from production headaches. 


Which Paper for Your Letter- 
head? ...An ingenious folder which 
facilitates comparison of letterhead 
paper. Through samples it is possible 
to see the difference, feel the difference, 
compare relative opacity, and test the 
writing qualities. 


The Investment Merits of 
Selected Railroad Bonds ... 
This booklet surveys the past, present 
and future railroad situation, and con- 
cludes by outlining recommended 


standards for investment selection in 
this field. 


War Bond Safekeeping Service 
. - « Description of a complete safe- 
keeping plan now being ‘offered to 
banks, designed to serve a growing 
need, create good will, and make a 
profit. 
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COURT DECISIONS 








By CHARLES R. ROSENBERG, Jr. 


Member of the Bar of Pennsylvania and of the District of Columbia 


No Notice of Infirmity or Defect 


The owners of a dwelling in Michi- 
gan had a new roof put on their prop- 
erty and in payment therefor gave 
their negotiable note to the roofing 
company. ‘The note was payable in 
installments. 

Two days after acquiring the note 
the roofing company sold it to a 
finance company. Two or three weeks 
later the finance company, upon mak- 
ing an inspection of the property, dis- 
covered and reported to the roofing 
company that the roof had a bad leak. 
Two weeks thereafter the roofing com- 
pany reported to the finance company 
that the leak had been taken care of 
to the satisfaction of the owners. 

Subsequently, the owners, who were 
the makers of the. note, made four- 
teen installment payments in accord- 
ance with the terms of the note, 
then stopped making payments, and 
brought legal action to recover the 
money already paid and to prevent 
the collection of the unpaid balance on 
the note. 

Ruling in favor of the finance com- 
pany, the Michigan court said: 

‘The finance company took the note 
in good faith and for value and became 
the holder of the note before it was 
overdue. At the time the note was 
negotiated to the finance company, 
the company had no notice of any 
infirmity in the instrument or defect 
in the title of the roofing company. 
The record sustains a finding that the 
finance company is a holder in due 
course of the note.”’ 

The court’s opinion did not indicate 
what controversy had arisen between 
the makers and the roofing company, 
but the decision is in accord with the 
general principle that the legal position 
of a holder in due course of a negotiable 
instrument is not, affected by any 
infirmity or defect of which he has no 
notice at the time he acquires the instru- 
ment. (Hardy vs. C. I. T. Corpora- 
tion, 13 Northwestern Reporter, Sec- 
ond Series, 281.) 
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Joint Account Under 
Special Contract 


A deposit may be made subject to 
terms and conditions specified by the 
depositor, and if the bank accepts the 
deposit under the prescribed condi- 
tions, a valid contract exists and will 


be enforced, according to a recent 
decision by the Supreme Court of 
Florida. 

At the time of making a $500 deposit 
in a Florida bank, the depositor wrote 
the following letter to the bank: 

“IT am this day making a deposit in 
your bank of $500 in the savings 
account to be credited to the account 
of myself and Mrs. J. Pasco Morgan 
of Shady Grove, Florida. It is under- 
stood that these funds are to be 
handled and used and withdrawn 
exclusively by myself, personally, until 
my death. In the event of my death, 
prior to the death of Mrs. J. Pasco 
Morgan, then this money to be paid 
to her promptly and without reserva- 
tion or the necessity of any administra- 
tion of my estate. Please acknowledge 
the receipt of the deposit on the terms 
and conditions as above set forth.” 

In an answering letter the bank 
accepted the deposit subject to the 
depositor’s instructions. 

Later the depositor died intestate 
and was survived by two daughters, 
Mrs. J.Pasco Morgan and another. The 
bank paid over the $500 deposit, which 
was still intact, to Mrs. Morgan. The 
other daughter sued the bank for one- 
half the deposit as her share of the 
money under the intestate laws. The 
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bank and Mrs. Morgan contended that 
Mrs. Morgan was entitled to the full 
sum of $500 on the basis of a gift from 
her father. 

“Much of the argument,” said the 
court, “is devoted to the question of 








EVERY 
FORM OF 
BANK FORM 


OU will receive fewer letters 

and samples from us in the 
coming months. Through cur- 
tailed mailings, we are con- 
serving’paper for the thousands 
of banks which look to us for 
the many forms we produce 
for bank use. 


Thirty years service to banks— 


satisfaction guaranteed. 


Write for samples and quotations 
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Sranch Offices cx 21 Countries 
of Central z«¢ South America 
aud the West Indies 


The Royal Bank of Canada has been established in Latin America since 1899 — today 
maintains its own branches in the principal commercial centers in the following countries : 


Argentina British West Indies Peru 

Brazil Colombia Puerto Rico 

British Guiana Cuba Uruguay 

British Honduras Dominican Republic Venezuela 
Haiti 


A complete banking service is offered, including assistance in arranging trade con- 
nections, supplying market data, etc. Consult our Business Development Department. 


NEW YORK AGENCY — 68 William Street 


THE ROYAL BANK OF CANADA 


Head Office, Montreal— Assets exceed $1,500,000,000 
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When shipments 
are ready— 





HEN AIR EXPRESS shipments are allowed to lie around waiting 

for end-of-the-day pick-up, you’re throwing away a chance for 
earlier delivery. Ship when ready! Call air ExpREss the instant 
the label is on. This saves your shipment from running the 
gauntlet of end-of-day congestion at the airport, assures 
earliest possible delivery at destination. Remember: 
when they’re ready —let ’em go! 


A.Money-Saving, High-Speed 
Wartime Tool For Every Business 


As a result of increased efficiency developed to meet wartime demands, rates 
have been reduced. Shippers nationwide are now saving an average of more 
than 10% on Air Express charges. And Air Express at are based on 
“hours’’, not days and weeks — with 3-mile-a-minute service direct to hundreds 
of U.S. cities and scores of foreign countries. 

WRITE TODAY for ‘Vision Unlimited’’— an informative booklet that will 
stimulate the thinking of every executive. Dept. PR-6, Railway Express Agency, 
230 Park Avenue, New York 17, N. Y., or ask for it at any leeal dilles: 


ZSS 


Gels there FIRST 


Phone RAILWAY EXPRESS AGENCY, AIR EXPRESS DIVISION 
Representing the AIRLINES of the United States 
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whether or not it was a gift between 
living persons, a gift in contemplation 
of death or a deposit in trust. In its 
technical aspects, the facts do not fit 
any of these categories. We think, 
however, that it may be conclusively 
said that the deposit was one in trust, 
that the letter accompanying the 
deposit and the acceptance of its 
terms by the bank constituted a valid 
agreement between the bank and the 
depositor that Mrs. Morgan was in a 
position to enforce to the same extent 
as if it had been a contract to deliver 
a deed or foreclose a mortgage. There 
is no inhibition whatever against a 
depositor making a contract of this 
kind with his banker and when shown 
to have been made in good faith and 
free from fraud, such contracts should 
be upheld. 

“The very terms of the contract 
took it out of the process of adminis- 
tration and show beyond question the 
depositor’s intent. He could have 
made a like disposition by will, but if 
a testator elects to dispose of his assets 
in the manner shown here, there is no 
legal objection to his doing so. Sanc- 
tity of contract is fundamental in the 
law of this country, so much so that it 
is protected by the Constitution. A 
man’s contracts may be enforced as 
well after as before his demise if they 
are not against public policy and per- 
tain to matters about which contracts 
are permissible. The contract in ques- 
tion is assaulted on no valid ground 
and its terms are unequivocal. In this 
holding we are not overlooking statutes 
affecting joint tenancy and others re- 
garding the passing of property by 
descent and inheritance.” (Perry vs. 
Swilley, 17 Southern Reporter, Second 
Series, 103.) 


Suit By Check Holder 


The holder of a check sued the 
drawee bank for the amount of the 
check, alleging that the bank had 
improperly refused payment upon 
presentment. The check had not been 
certified. 

“The plaintiff,” explained the Su- 
preme Court of North Carolina, “seeks 
to recover on the allegation that the 
defendant bank is indebted to the 
plaintiff for the face amount of the 
check. This is not supported by the 
facts alleged. 

“In the absence of certification or 
an agreement to pay the depositor’s 
check, the bank assumed no liability 
to the plaintiff or its agent, the payee 
named in the check. The drawer may 
sue the bank for the breach of the 
contract to honor his check, and, if the 
holder has a similar right, the result is 
that two persons may maintain sepa- 
rate suits upon the same instrument at 
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UP IN THE AIR about 
“LABOR LAW" PROBLEMS? 


Here in the CCH LABOR LAW SERVICE is your complete 
and dependable reporter on labor law. It brings together, 
organizes, and keeps always up-to-date the federal and 
state laws on labor and allied topics, including: Wage 
and Salary Stabilization Law, War Labor Disputes Act, 
Overtime Pay Order, National Labor Relations Act, Fair 
Labor Standards Act, public contracts laws relating to 
wages and hours, anti-injunction laws, state labor 
relations acts, state wage and hours laws, etc. 


Everything is arranged for quick reference or careful 
study in convenient loose leaf binders behind tabbed 
guides. Pertinent court decisions originally reported 
currently in loose leaf form are reissued in bound 
volumes as needed, and supplied without extra charge. 











COMMERCE) CLEARING: HOUSE, ING., 
PUBLISHERS OF LOOSE LEAF LAW REPORTING SERVICES 





NEW YORK 1 CHICAGO 1 WASHINGTON 4 
EMPIRE STATE BLDG. 214 N. MICHIGAN AVE. MUNSEY BLDG. 
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THOUSANDS 


of New War-Time Travelers 























NEED AMERICAN EXPRESS 
TRAVELERS CHEQUES! 


YES, all over the country, millions of Americans are 
traveling. They are a cross-section of America at war: 
Visitors to camps and bases... inductees... uniformed 
men and women of the armed forces...war workers on 
the move... government employes... business men. They 
are all potential users of American Express Travelers Cheques. 


To many of these people, the long trips which may be 
involved are a new experience. Unless advised by those 
who know the hazards of today’s crowded travel conditions, 
they run a serious risk of losing their cash. It is probable 
that most of these new travelers do not fully realize the 
positive advantage of changing their cash, before they leave, 
into Travelers Cheques, nor the simplicity of purchasing 
and using them. 


A simple reminder by members of your staff that the 
bank sells Travelers Cheques may bring you many oppor- 
tunities to help your traveling customers complete their 
trips free from money worries. 


AMERICAN EXPRESS 
TRAVELERS CHEQUES 


—————— 
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the same time to recover against the 
same defendant as a principal debtor. 
The bank’s agreement with the deposi- 
tor involves or implies no agreement 
with the holder of the check. The 
bank is not liable to the holder unless 
and until it accepts or certifies the 
check. 

“Being liable to the drawer to 
account with him for failure to honor 
his check, the bank cannot, on either 
legal or equitable considerations, be 
held at the same time liable to the 
holder of the check.”” (General Ameri- 
can Life Insurance Company vs. 
Stadiem, 25 Southeastern Reporter, 
Second Series, 202.) 


Sf * 


No Consideration For Note 


A New York court recently empha- 
sized the doctrine that a negotiable 
note, not in the hands of a holder in due 
course, cannot be enforced against the 
maker where the consideration was 
merely a moral one and legal consid- 
eration was lacking. The case also 
illustrates how disastrous a seemingly 
slight oversight may be to a bank. 

The holder of a negotiable note de- 
posited it with a bank for collection. 
Because the bank failed properly to 
protest the note for non-payment, an 
endorser was released from liability on 
the note. Asa result, the holder of the 
note sued and obtained judgment 
against the bank. The judgment was 
subsequently paid by the bank. There- 
after, the bank obtained from the 
“‘released’”’ endorser his note for the 
amount paid by the bank on the judg- 
ment. The maker of this note died 
and a claim for the unpaid balance on 
the note was filed against his estate 
whose administratrix refused payment. 

In deciding that the estate was not 
liable for the balance on the decedent’s 
note, the New York court explained: 

‘“*The evidence negatived other trans- 
actions and established that the note 
was given as a result of the judgment 
paid by the bank by reason of its 
failure to protest the note on which 
decedent was endorser. It having been 
established that the note was given for 
such purpose, there was no considera- 
tion therefor. A moral obligation of 
itself will not constitute a valid con- 
sideration for a note unless based upon 
some prior unenforcible legal obliga- 
tion.” 

While agreeing that there is a pre- 
sumption that every negotiable instru- 
ment is given for a valuable consid- 
eration, the court pointed out that “‘if 
the preponderance of evidence shows 
such consideration to be legally insuf- 
ficient, the presumption will not supply 
the defect.” (In re Tierney’s Will, 44 
New York Supplement, Second Series, 
375.) 
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“RISKLESS” 
PROFITS 


(CONTINUED FROM PAGE 15) 


also brought out the fact that the loan 
phase was not as dark as has some- 
times been painted. Loan volume at 
the close of 1939 was $214,000,000 and 
showed a decline of only $13,000,000 
or 6 per cent at last year-end to $201,- 
000,000. The line denoting holdings 
in other than Government bonds re- 
mained virtually level, and a favora- 
ble aspect here is that Iowa banks 
generally have disposed of the specula- 
tive type of market bonds. 

In the second chart, consolidated 
balance sheets for 1942 and 1943 were 
compared. These figures showed that 
Iowa chartered banks at last year-end 
were 73 per cent invested, compared 
with 64 per cent at the close of 1942, 
and that idle cash holdings had de- 
clined from 35 to 27 per cent. 


A THIRD chart, comprising a com- 
parative statement of earnings and 
expenses for the last two years, was of 
particular interest. It emphasized the 
theme song of our group meeting 
talks, namely, ““How 9 per cent be- 
came 30 per cent.” Thus, it brought 
out that an increase in gross earnings 
of 9 per cent had resulted in a 30 per 
cent gain in net operating profit, since 
expenses in 1943 went up only 1 per 
cent. Incidentally, this 30 per cent 
gain compares most favorably with the 
reports for all member banks of the 
Seventh Federal Reserve District. 

With the aid of the chart we 
analyzed the individual items of earn- 
ings and expense responsible for the 
showing. It was found that interest 
on loans declined 11 per cent but 
interest income on bonds increased 
81 per cent and all interest was up 
7 per cent. Furthermore, revenue 
from fees was up 17 per cent. On the 
expense side of the picture, one fact 
stood out. Whereas total expenses 
increased a bare 1 per cent, this show- 
ing was only made possible by a 15 
per cent decrease in the important 
item of interest on time deposits. It 
was easy to point out on the chart that 
if it had not been for the gains in the 
three riskless items, the 1943 profit 
picture would have changed from an 
increase over 1942 to a substantial 
decrease. 

The general conclusion shown by the 
charts was that real progress was made 
by Iowa banks in 1943. Nevertheless, 
the team of Ellis and Bunce, in true 
bank examiner style, didn’t let the 
boys off without a few friendly admoni- 
tions. Our suggestions may be of 
interest to banks in other states. 

While the 1943 figures showed cash 
holdings down from 35 to 27 per cent, 
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All work § no mail 


makes Jack wonder . . . Bases all over the world; ships to unload 
and turn around, fast; hundreds of passing planes a day to 
service . . . men working around the clock, eating from mess kits 
or tin cans . . . on lonely islands, in desolate depots .. . Can’t 


you understand why men want mail from home so much? 


use V-MAIL 


Men overseas wait months for 
mail ... when families and friends 
don’t use V-Mail. Ordinary letters 
go on slow ships in convoy. V-Mail 
flies, gets the fastest service in the 
world, special for servicemen. 

There’s no mystery about V-Mail. 
Write on the V-Mail form. . . fold, 
seal, stamp, drop in any mail box. 
V-Mail letters are photographed, 
thousands an hour, on film strips. 





V--— MAIL 























Flown to the nearest process point, 
your letter is reproduced just as you 
wrote it, is folded, sealed, delivered, 
personal and private—and fast! 
You can buy V-Mail forms at your 
stationer’s, at all drug, department 
and variety stores. Or we will send 
a sample packet of six forms with 
our compliments. Address . . . 


PITNEY-BOWES POSTAGE METER CO. 
3174 Pacific Street, Stamford, Conn. 


Originators of Metered Mail, world’s largest manufacturers of Postage Meters, ‘ 
which print postage for business mail... now devoted to war production. 
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Modern miracles— plywood stronger than steel, 
glass that bends... and a host of other marvels of 
science, are daily capturing American imaginations. 

Yet in your everyday business you are in 
contact with one of the oldest marvels of modern 
life—cotton fiber paper. Through all the advances 
in paper manufacture, no better, practical basic 
material than cotton has ever been found for the 
making of high grade papers. 

For nearly a century Parsons cotton fiber 
papers have been serving American business. 
Cotton fiber papers give you clean, fast work, 
impressive appearance, and permanence for im- 
portant records. 

Write today for Demonstration Folder of 
these superior business papers and see how they 
can be used in your business. 


PARSONS PAPER COMPANY, HOLYOKE, MAss. 


Farsons Paper 
Specialized tor Modern Sbusinesd 


In writing to advertisers please mention The Burroughs Clearing House 
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we recommended that this be further 
reduced to 20 per cent, or even down 
to 15 per cent, if a proper proportion 
of short-term Governments’ were 
present. 

We continued to recommend as 
a means of adding to earnings that the 
excess cash be converted into Govern- 
ment securities, balancing the short- 
terms with issues up to ten years, for 
an average maturity of from four to 
five years and with a yield approxi- 
mating 1.5 per cent. 

It is our contention that the revenue 
to be derived from this is riskless in- 
come. It has to be, for if our Govern- 
ment bonds deteriorate appreciably in 
value, our whole financial structure is 
likely to come apart. Personal talks 


with Government economists confirm 


the fact that they fully realize this and 
they state flatly that it is safe for 
country banks to pursue a policy of 
full investment in U. S. securities. 
Some of our country bankers have, at 
one time or another, gotten “‘burned”’ 
in the bond market, and are prejudiced 
against any and all securities. Our 
answer to such misgivings is that condi- 
tions under today’s money manage- 
ment are different from those in 1920 
and 1933. 

Furthermore, we believe that the 
policy of keeping fully invested will 
actually reduce the potential risk to 
banks. By providing adequate in- 
come, it will tend to eliminate any 
temptation to reach out for loans by 
stretching a point on credit risks, such 
as taking at full face property state- 
ments based upon today’s inflated 
values. 


WE would subscribe to the following 

investment program drafted by an 
individual bank to meet present-day 
conditions: “It should be the aim of 
the bank, until otherwise ordered by 
the Board, to keep a minimum of 80 
per cent of its resources invested; first, 
to provide for credit requirements of 
local patrons that come within the 
definition of sound loans to responsible 
borrowers so set up as to possess a high 
degree of probability of repayment; 
and second, to invest any remainder 
up to a minimum of 80 per cent of total 
resources, but not to exceed a maxi- 
mum of 85 per cent, in United States 
of America obligations; that when the 
total invested assets drop below the 
minimum, unless desirable local loans 
are available, further investments in 
United States securities shall be made, 
and when the maximum shall be 
exceeded United States securities shall 
be marketed in sufficient amount to 
bring the total invested assets within 
the range set; that at least 60 per cent 
of the portfolio of Government obliga- 
tions, including Savings Bonds, shall 
be repayable within a period of five 
years and no investment in United 
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States securities subject to market 
fluctuation shall have a maturity 
beyond ten years.” 

Leaving the subject of investments 
and coming to the matter of interest 
expense, we found room for still further 
improvement in this direction. The 
annual interest cost divided by the 
year-end time deposits revealed for 
1942 a rate of 1.53 per cent, while for 
1943 this had declined to 1.18 per cent. 
We cautioned that the interest cost to 
a bank should not exceed 1 per cent. 
This seems to us to be the only way in 
which expenses can be reduced at the 
present time. __ 

We also discussed the possibilities of 
increasing income from fees. Such 
earnings went up 17 per cent in 1943, 
despite legislation effective July 1, 
1943, which required par clearance by 
all Iowa banks. 


WE suggested that the lowa Uniform 

Schedule of service charges for cost 
analysis of checking accounts, which 
was promulgated in July, 1942, be 
amended by reducing the credit for 
potential earnings on each $100 of 
average balance from 15 cents monthly 
to 10 cents. The credit in the 1942 
schedule is equivalent to a 1.8 per cent 
per annum interest allowance on the 
basis of a complete investment of the 
$100 balance. This is, of course, well 
over the market value of money 
to the banks. A 10-cent monthly 
credit for each $100 would mean a 
1.2 per cent return and is a liberal 
allowance. 

We also pointed out the possibilities 
of increasing other fees previously 
suggested by the Iowa Bankers Associ- 
ation. One example cited was the in- 
come to be derived from the preparation 
of income tax returns. 

In summary, it can be seen that our 
suggested wartime program for the 
Iowa banks calls for three simple steps: 
Keeping fully invested, charging ade- 
quate fees for bank services, and pay- 
ing only the market rate for money. 
We have emphasized that through 
such a program the average bank can 
maintain or improve its earnings 
despite declining loans, through utiliz- 
ing to full advantage the expanding 
resources at its command. 

Incidentally, I have been taking 
liberal doses of my own medicine. I 
have been an Iowa country banker 
since 1898, and still retain my connec- 
tion as president of a bank in Charles 
City, lowa. This bank is following the 
foregoing program to the letter, with 
good results. 

When I accepted the appointment of 
Superintendent of Banking for the 
State of lowa in 1941, my purpose was 
to render a public service and to make 
a real contribution to Iowa banking. 
I soon found that by furnishing leader- 
ship in some of these “‘extra-curricular” 


fields not ordinarily considered to be 
within the scope of the office, much 
good would result. At its first meeting 
the Iowa State Banking Board adopted 
a pledge of principles and objectives 
which included not only a statement 
of their responsibility to the public, 
but a pledge to protect and enhance 
the value of the franchises of lowa 
chartered banks. The effectiveness of 
this is demonstrated by the fact that 
the banking requirements in Iowa 


4] 


have been well served without increas- 
ing the number of banks or offices. By 
encouraging consolidation or liquida- 
tion of smaller banks with inadequate 
territory, service to the public has been 
improved and the administration of 
the credit facilities strengthened. 

I also hope that my chart campaigns 
as a “‘Riskless Profit Advocate” have 
been of constructive assistance in 
maintaining the strength of banks 
chartered by the State of Iowa. 











and helps you. 
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When Long Distance Says— 
“Please limit your call to 5 minutes” 


That’s a good suggestion to follow. It means 
the lines to war-busy centers are crowded. It’s 
a friendly, thoughtful act that helps the other 
fellow—and then some day turns right around 
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NATIONAL BANK 
OF DETROIT 


Complete Wartime Banking and Trust Service 


Statement of Condition April 13, 1944 



































RESOURCES 

Cash on Hand and Due from Other Banks ‘ . - F ‘ $ 268,199,570.00 
United States Government Obligations, direct or fully guaranteed . 720,542,530.30 
Other Securities . ; , ° ; é ‘ - ; ; ; 54,673,502.66 
Stock in Federal Reserve Bank . - 4 : . 5 P : 900,000.00 
Loans: 

Loans and Discounts : . ; ‘ ; F , .$ 105,570,686.91 

Real Estate Mortgages. ; ; P , ; r .  11,462,257.89 

Overdrafts ’ , é ’ ? : ‘ ‘ : , 49,392.27 117,082,337.07 
Branch Buildings and Leasehold Improvements ‘ . . ‘ 1,038,047.32 
Accrued Income Receivable—Net ; j ‘ , ; , 3,132,862.03 
Sa Sa a ae a a 345,009.03 
Customers’ Liability Account of Acceptances and Letters of Credit . 2,912,887.24 

TOTAL RESOURCES . Zs : ; : ; ‘ : $1,168,826,745.65 

LIABILITIES 

Deposits: 

Commercial, Bank and Savings . ; ; ‘ ; . $917,000,065.40 

U.S. Government . , ‘ ‘ ; , ‘ , . 170,036,390.06 

Treasurer, State of Michigan ; ‘ : ; , , 10,076,891.54 

Other Public Deposits. , . ‘ , , ‘ .  23,849,976.06 $1,120,963,323.06 
Capital Account: 

Preferred Stock . ; . ; , ; F ' ; 8,500,000.00 

Common Stock : , . ‘ ‘ ‘ F ; , 10,000,000.00 

Surplus . : ‘ , . ; ‘ i 11,500,000.00 

Undivided Profits. , ‘ . ; . ; ; , 9,935,039.90 39,935,039.90 
Reserves ; ; : : ; ’ , ; , ; ‘ ' 5,015,495.45 
Our Liability Account of Acceptances and Letters of Credit... 2,912,887.24 

TOTAL LIABILITIES  . : 2 ; . , ‘ , $1, 168,826,745.65 

United States Government Securities carried at $236,169,641.06 in the foregoing statement 
are pledged to secure public and trust deposits and for other purposes required by law. 
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TRUST DEPARTMENT 


This bank acts as Trustee, Executor and Corporate Agent 
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Member Federal Deposit Insurance Corporation 


BUY U. S. WAR BONDS REGULARLY OUT OF INCOME 


*On leave of absence in service of U. S. Government 


In writing to advertisers please mention The Burroughs Clearing House 





co rr 


~~ — — —— — 


ee ee ee ee 











THE BURROUGHS CLEARING HOUSE—June, 1944 


LIQUIDATING CONTRACTS 


(CONTINUED FROM PAGE 17) 


items either sold or retained in termi- 
nation. A lien assures the bank that 
the proceeds of inventories will be 
paid to the bank. 

A lawyer who has researched the 
legal problems involved in the bank’s 
grasp on such assets, has suggested 
that the credit agreement contain 
some such paragraph as this: 

“Upon written request by the financ- 
ing institution, borrower will create 
liens in form. and substance satisfac- 
tory to counsel for the financing insti- 
tution, which liens shall secure all 
notes at any time outstanding here- 
under and the commitment fee and 
shall cover the completed or incom- 
pleted articles, inventory and prop- 
erty produced or acquired in connec- 
tion with said contract, and the bor- 
rower will supply, without cost to the 
financing institution, any storage space 
and protective facilities deemed neces- 
sary by said counsel for the effective- 
ness of such lien.” 

Such a clause obviously contem- 
plates field warehousing of the inven- 
tory and any other liened goods. 

It should be borne in mind that the 
bank has no legal means of controlling 
the sale of the goods or the proceeds 
thereof unless it has acquired a lien on 
the items such as is available through 
field warehousing, which, of course, 
means actual custody. 

The use of trust receipts as a means 
of protecting the bank’s right to inven- 
tory has been suggested from time to 
time. Trust receipts are useful and 
effective in many credit transactions, 
but they do not seem adapted to the 
problem of acquiring a lien on inven- 
tory and possibly other items in 
termination proceedings under a war 
production contract. Field warehous- 
ing, I feel, is much safer and much 
more flexible in this situation. 


[F the bank is to protect itself and 

help the borrower back to a sound 
peacetime basis, careful and informed 
servicing through the termination phase 
is essential. The government depart- 
ments and the larger contractors are 
going to great lengths to train their 
personnel in the technique of termina- 
tion. Banks with substantial invest- 
ments in war production contracts 
should do no less. 

The Philadelphia Ordnance District, 
for example, conducted an intensive 
course of instruction for its own em- 
ployees, then gave a series of field lec- 
tures for the benefit of contractors and 
their personnel. We were given the 
opportunity of having our employees 
attend a most helpful series of lectures 
in the Philadelphia Ordnance office; 
we took advantage of it by having the 


entire personnel of our Credit Depart- 
ment attend one or more lectures. 
This training has already been ex- 
tremely useful in the termination cases 
we have had so far. 

Such trained personnel enables the 
bank to offer the borrower genuine 
assistance, especially the small bor- 
rower who is not any too well informed 
of his rights and privileges in termina- 
tion. He may not know, for instance, 
that he may include in his claim 
against the government such extrane- 
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ous charges as interest, disposal ex- ~ 
penses, and auditing and other costs 
incident to claim preparations. 

Banking institutions which have 
financed war production contracts can 
not only help their borrowers and 
themselves, but will also make a sub- 
stantial contribution to smooth and 
speedy post-war reconversion, by famil- 
iarizing themselves with the pertinent 
legislation and governmental practice 
and organizing and directing their 
efforts accordingly. 
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| Federal Intermediate Credit Bank 
Consolidated Debentures Offer... 


Desirable 
Short Maturities 


eye AFFORD a popular medium through 

which institutional funds, earmarked for tem- 
porary employment, may be invested securely 
at favorable term rates. These obligations of the 
twelve issuing banks are made available regu- 
larly for subscription in denominations ranging 
from $5,000 to $100,000, due at convenient 
intervals up to one year. Debentures which 
mature within six months are acceptable as 
collateral security for fifteen-day borrowings by 


member banks of the Federal Reserve System. 


THE FEDERAL INTERMEDIATE CREDIT BANKS 


Requests for other salient information respecting the above 
described issues should be addressed to 


| 
| CHARLES R. DUNN, Fiscal Agent 
New Yor« 5, N. Y. 
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(CONTINUED FROM PAGE 19) 


war. Our high school students, on the 
other hand, are looking to permanent 
employment. Many of them have 
come to us through branch manager 
and officer contacts with high school 
principals and counselors. Others have 
come on the recommendation of officers 
of the Placement Bureau of the 
Detroit Board of Education. And we 
are most flattered by the fact that 
many have come to us through the 
recommendations of others who have 
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BOOKKEEPER TRAINING 


participated in our training program. 
They enter the course on an hourly 
basis, in time to finish before high 
school graduation, at which time they 
will be placed on a permanent basis. 

Our training room is adjacent to our 
bookkeeping department. There are 
a number of advantages to this. It 
gives the trainee an opportunity to 
become familiar with an actual book- 
keeping operation. It also makes it 
possible to obtain “live” items when 
these are needed for class work. 

As we have already noted, our course 
consists of : 1. Machine Training. 
2. Training Room and Departmental 
Lectures. 3. Supervised On-The-Job 
Training. The first and second parts 
of the program are carried on simul- 
taneously. 

The trainee begins her machine 
training on the adding machine, follow- 
ing the lessons in a standard adding 
machine manual. The work consists 
of straight listing, listing from practice 
checks, and later listing “‘live” checks 
and deposits. Our experience has 
shown that the student should attain 
a rate of speed equivalent to 1,200 
checks an hour, listed accurately, in 
the first 40 hours of training. With 
this speed the trainee is ready for 
bookkeeping machine training. 

During the first week of the course, 
usually toward the end of the week, 
we give each student a general intelli- 
gence and a clerical aptitude test. At 
the end of the first week also, we ask 
the instructor to rate the trainee on 
the bank’s regular employee rating 
form. These rating sheets become a 
part of the trainee’s progress record, 
but, and more important, they enable 
us to screen out any misfits early in 
the program. We can do this con- 
siderably sooner than was possible 
under our old plan, and this is a 
definite economy for the bank. 

The first step on the bookkeeping 
machine is to teach the trainee the 
function of the control keys, the use 
and purpose of the registers, and the 
correct method of posting and balanc- 
ing. For teaching actual machine 
operation, we have developed two 
series of practice sets. These include 
every type of transaction that would 
occur in actual bookkceping depart- 
ment operation. Following this the 
student is introduced to “live” work, 
items brought in from the bookkeeping 
department for posting on practice 


| ledgers. 


plished with practice checks. 


Training in check sorting is accom- 
These 
are prepared on the addressing ma- 
chine in such a manner that the 
trainee becomes familiar with typical 
alphabetical breakdowns. 
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Our program of visits to various 
departments and training room lec- 
tures is a major part of the course. 
Through the trips to other depart- 
ments, the trainee is acquainted with 
the relationship of bookkeeping to 
other departments of the bank. In 
each department visited the manager 
discusses the services offered and the 
function of the department. A printed 
outline of the points covered is supplied 
to each trainee for his notebook. The 
lectures conducted in the training 
quarters, by various officers and de- 
partment heads, cover such subjects 
as: corporations and partnerships, 
signatures, stop payments and “holds,” 
applicable points on negotiable instru- 
ments, and the proper use of the tele- 
phone as applied to the “protective 
features” of bookkeeping department 
operation. As a part of this program, 
we have also prepared a special glos- 
sary of “Banking Terms for Book- 
keepers.” This includes in excess of 
100 terms with which it is necessary 
for bookkeepers to become familiar. 

Throughout the training program a 
progress record is maintained on each 
individual. This record contains every- 
thing pertaining to the development 
and rating of each trainee. It contains 
the results of all tests for speed and 
accuracy and offers the instructor and 
subsequent supervisors all essential 
information for the trainee’s place- 
ment. 


T the outset we determined that 
much of the success of our program 
would depend upon the choice of in- 
structors. We chose them carefully 
not only for their technical knowledge 
but also, and principally, for their 
ability to work with beginners. We 
did not go outside our own organization 
for them. In fact, we built our course 
around our bank’s specific require- 
ments and one of our objectives was 
to use our own people throughout. 
This applies to those of us who super- 
vise the course, to our instructors, and 
to those who take part in the training 
room lectures and departmental visits. 
There is also another point that we 
have stressed, and that is to give full 
consideration to the “Shuman element” 
in those who come to our bank for 
training. This is especially necessary 
in our case since two out of three are 
beginners in the full sense of the word, 
that is, those who come to us from 
high school. We look upon each 
beginner as an individual person, in 
whose development we are playing 
a part. Not all of the problems we 
encounter are classroom problems. 
Frequently there are personal prob- 
lems, and we believe that their solu- 
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tion is an important factor in bringing 
our classes along successfully as well 
as in our on-the-job training and in 
final placement. 

On-the-job training takes place fol- 
lowing the 160 hours of formal class- 
room instruction. This covers a 
period of two weeks. The first factor 
given consideration here is the address 
of the trainee. Every effort is made 
to place her in one of our branches 
near her place of residence. The 
second factor is to make certain that 
she is so placed that her training can 
be continued under sympathetic guid- 
ance and at work where she can learn 
to apply the knowledge acquired in 
classroom training. The third, and a 
very important part of the program, 
we feel, is our plan for visiting these 
potential bookkeepers in their first 
on-the-job experience. This is a super- 
vised follow-up by a member of the 
training committee and becomes a part 
of the beginner’s record. 

At the end of the two weeks period, 
the trainee is ready for a permanent 
assignment. Considerable thought is 
given her placement. This is partici- 
pated in by the committee, the instruc- 
tor, and the personnel and branch divi- 
sions. The beginner herself, is, of 
course, given full opportunity to dis- 
cuss the assignment. 

We do not think our program is a 
complicated one. We feel that it 
could be adopted by a bank of almost 
any size by altering the scale to meet 
the bank’s requirements, and by plac- 
ing the program under a specific officer. 

For our part, under the pressure of 
the war program, we did not think we 
had the time to devote to organizing 
a specialized training program. Now, 
we are sure it has been well worth the 
effort and time spent in its organiza- 
tion. It has given us the trained re- 
placements necessary to carry on. 
Without it, we certainly would have 
had a big overtime problem, and proba- 
bly an unsolvable vacation problem 
this year. As a matter of statistics, 
since February 1 we have trained a 
total of seventy-seven bookkeepers in a 
series of four classes of approximately 
twenty students each. 


WE feel that our program is still in 

the formative stage, but we believe 
that it has great possibilities. It has 
already demonstrated to us: That it 
will produce better bookkeepers in a 
shorter space of time. That it will 
screen out at an earlier stage those not 
fitted for bookkeeping assignments. 
That it will develop the senior people 
participating in the program. That it 
will enable us to know our training 
costs. 

As for the future, we feel that the 
program might well be a spearhead for 
training in post-war rehabilitation and 
for peacetime training. 
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M@ CUSTOMERS LIKE IT. 
Envelopes are easy to handle 
... efficient...save time, tires, 


gas. 


@ BANK PERSONNEL LIKE IT. 
It eliminates peak loads at tellers’ 
windows ... spreads work evenly 
through day...speeds up 
handling of deposits. 


@ SATISFIED CUSTOMERS 


plus efficient system mean more 


profit for your bank. 


Cleveland 14, Ohio 
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UNIT of TRAY, 
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and PASS BOOKS 


* Ad mats, advertising folders, and 
radio spots to push your sales. 


* Serve your customers—get new 
customers—make money! 


* Write today for samples, complete 
information on this convenient... 


SIMPLE SERVICE that WILL LET YOU MAKE 
$500 02 a $25 Yuuvectment 
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ASK US TO CALL... 


So important do executives consider the 
uses of A-PE-CO that they often ask us 
to call. A-PE-CO does warrant executive 
attention. It affords a private 
means of quickly photo-copy- 
ing confidential papers; top 
executives often want to be 
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PHOTO-COPYER 
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® Letters © Documents 

® Records ° Blueprints 
® Pictures ¢ Drawings 
A-PE-CO photo-copies direct from anything written, 
printed, diawn or photographed—letters, legal docu- 
ments, blueprints, receipts, graphs, tracings, tele- 


grams, shop orders — up to 18” x 22”, A-PE-CO 
photo-copies are permanent and error proof. Thou- 


. sands in use by industry, Government and engineers. 


Eliminate steno-copying, tracing, proofreading by 
using A-PE-CO photo-copies. 

No Camera — No Darkroom — Easy to Use 
Any employee quickly becomes expert. Use A-PE-CO 
on any desk or table. No moving parts. Saves other 
equipment. Conserves man-hours. Low cost per copy. 
Lowest investment in equipment. Get all the facts. 
Immediate delivery. Write for A-PE-CO folder. 


AMERICAN PHOTOCOPY EQUIPMENT CO. 
2849 N. Clark St. Dept. JS-64 Chicago 14, Hl, 
Representatives In Principal Cities 
In Canada: Railway & Power Engineering Corp., Ltd, 
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materials are available have already 
had their baptism of fire and have 
proved successful. The modern field 
hay chopper for handling cured hay 
and for making grass silage is very 
definitely in this category. 

“The automatic, or one man, pick- 
up press now built in experimental 
quantities has proved very successful 
in the field and should be ready for 
the trade as soon as materials are 
available for it. 
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“It seems that there is an estab- 
lished trend toward the self-propelled 
combine. This machine, while not an 
innovation, will be new to the general 
farmer. In addition to the self- 
propelled combine, which is a reality, 
there is considerable discussion as to 
the merits of self-propelled corn pickers 
and self-propelled pick-up presses. 

“Harvesting the beet crop has 
always been a costly job by virtue of 
the large amount of hand labor re- 
quired. Mechanical harvesting of this 





“Let us strive to finish the 


work we are in... and to do 


all which may achieve and 


cherish a just and lasting 


peace among ourselves and 


with all nations.” 


Pel Abraham Lincoln 


1865 











FARM EQUIPMENT PAPER 


crop is in its development stage, with 
several experimental beet harvesters 
proving quite satisfactory in several 
important beet growing sections. 

“A parallel might be drawn in the 
harvesting of cotton, for here certainly 
isa crop the harvesting of which has 
always entailed a vast amount of hand 
labor. Successful cotton pickers and 
strippers have been built; their pro- 
duction for general distribution is 
practically assured in the post-war 
period. Harvesting rice with a com- 
bine is a problem to which designers 
have turned their attention for some 
considerable time. The present out- 
look is that within the near future a 
solution of this problem will be 
developed.” 


HUS farm machine manufacturers 

are enthusiastic about the future of 
their industry, not only because of the 
new models to be introduced, but also 
because of the expressed buying inten- 
tions of farmers after the war. Numer- 
ous polls taken among farmers show 
farm machinery well in the lead of 
things farmers intend to buy when 
peace returns. A recent poll conducted 
by Successful Farming on a nationwide 
basis is typical. Thirty-three per cent 
of the farmers polled named farm 
machinery as leading their planned 
purchases. This compared with 26 
per cent which named automobiles as 
leading their purchases. 

The post-war volume of farm ma- 
chinery sales will doubtless have a very 
direct bearing upon the potential 
volume of financing that will be needed, 
and it is because of this close relation- 
ship that the sales prospects for the 
industry have been analyzed to such 
an extent. The much broader market 
for farm equipment presages a com- 
parably larger market for dealer and 
farmer financing. This fact, plus the 
likelihood that the pre-war trend to- 
ward increased use of bank credit in 
this field will be continued and intensi- 
fied, makes the subject of consider- 
able interest to individual banks, and 
the views of the implement manu- 
facturers on financing are worth 
noting. 

It is significant that all of the farm 
equipment companies called upon pre- 
fer bank or equivalent local financing. 
Though the companies all maintain 
facilities for extending direct credit to 
farmers, they consider local financing 
more logical. 

“For years the farm machinery in- 
dustry neglected the banker,” said 
W. L. Clark, vice-president in charge 
of sales, of the J. I. Case Company, at 
Racine. ‘““That was a carry-over from 
early pioneer days. In recent years, 
or since back in the 1930’s, our com- 
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Hector 
would be 72 
years old 

~ today 


Seventy-two years old? Right! 


Rand M¢Nally has been serving bankers since 





Hector was a pup. It was in 1872 that the first copy 
of Rand M¢Nally’s famous Bankers Directory (The 
Blue Book) came off the press, tilling a 
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long-felt want among banks, investment 





bankers, and commercial concerns. 





Since this early date, Rand M¢Nally 


pre has made other and equally vital 
Wwe 


Waicl | services available to bankers. Some 


of the more important of these are 


described in the accompanying panel. 





The banker’s Blue Book since 
1872. Fingertip information about 
banks everywhere. 2,600 pages; 
completely revised every 
six months, 






j ¥irst published in 1883 to help keep 
ff »ankers informed and up to date on current 
<= banking methods and procedures. 





employes since 1929. Most recent service (since 1938) 
a is the supplying of complete 

savings club materials. This is 

backed by our long association 

with banks and experience 

in the specialized field of 

numbered printing. 


As official numbering agent of a 
the American Bankers Ass’n, 
Rand MfNally Bankers Directory 
has published the official 

“Key” since 1911. 
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pany has endeavored to get out of the 
banking business.” 

As Mr. Clark sees it, the function of 
the farm machinery company is to 
manufacture farm machinery. He 
believes that local financing belongs to 
the local banker and finance company, 
and equally that retail trade belongs 
to the retail dealer. The local bank is 
in far better position to pass on the 
demand for local credit than the dis- 
tant farm machinery company. Bank 
financing, he states, can best be effected 
by a mutually satisfactory arrange- 
ment between bank and dealer. 

International Harvester Company, 
Chicago, has its own “Income Purchase 
Plan” for dealers. Nevertheless, Frank 
W. Jenks, Manager, Credit and Collec- 
tion Department, states that his com- 
pany is not a financing company. 
“Our program is for the purpose of 
assisting our dealers in obtaining the 
maximum sales volume of good busi- 
ness in their territories,” he stated. 
“Our dealers are urged to avail them- 
selves of their banking facilities where 
it is more profitable to them to finance 
their sales that way, provided the 
dealer does not incur any greater 
liability through the bank than he does 
through our financing program.” 

One reason that farm machinery 
companies prefer local financing is that 
it enables banker and dealer to vary 
the terms of sale to fit conditions in the 
area where the sale is made, the kind 
of farming engaged in by the buyer, as 
well as his individual credit rating. 

Not a great many years ago farm 
equipment terms of sale were 20 per 
cent cash on delivery, 40 per cent due 
October first of the current year and 
40 per cent due October first of the 
following year. The dates were set 
without regard to the farmer’s particu- 
lar crops or the dates of his income. 
The same terms were used in hazardous 
as in good farming territories, for a 
dairyman as a one-crop a year farmer, 
and little attention was paid to the 
buyer’s capital, character, or capacity 
to pay. Even under those conditions 
the farmer usually met his obligation. 

With the coming of the smaller 
tractor and the application of power 
farming to smaller farms, more study 
was given to the matter of terms. It 
was found, for example, that many 
farms had more than one income a 
year, and, in fact, that farm income is 
far more evenly distributed over a 
monthly basis than had been supposed. 
It was found that down payments 
could be varied so as to meet the con- 
ditions of individual sales, and that 
installment payments could usually 
be brought down from the former two, 
in an eighteen months period, to six 
or even as many as eighteen. And the 
payments could be planned to come 
due when the buyer has the money. 

As a part of the _ banker-dealer 
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arrangement for financing, Mr. Jenks 
advocates the building of a dealer 
reserve deposit fund in the bank. This 
can be accumulated from the cash dis- 
counts received from manufacturers 
on sales financed by the bank. He 
suggests that this be established at a 
certain per cent of the amount out- 
standing on paper purchased by the 
bank from the dealer; this per cent 
figure would vary according to the 
dealer and his territory. Losses and 
expenses from repossessions would be 
deducted from this dealer reserve fund, 
assuring the dealer’s interest in collec- 
tions, etc. Mr. Jenks favors such a 
plan over dealer endorsements of the 
paper, as this tends to restrict his 
volume of financed sales according to 
the dealer’s financial capacity. Banks 
which now require endorsements would 
be in a good position to suggest chang- 
ing over to a reserve deposit fund. 


ONE point well worth repeating on 
the matter of terms, made by A.F. 
McGraw and R. A. Crosby of the 
Tractor Division, Allis-Chalmers Com- 
pany, Milwaukee, is that it is no favor 
to the farmer to extend longer terms 
than necessary. Mr. McGraw noted 
that suggestions had been made from 
time to time that more time be given 
to the farmer to pay for his equipment. 
Allis-Chalmers, he stated, has built its 
entire program on the basis of ma- 
chinery for the small farm. Its princi- 
pal customer is the small farmer, and 
the company’s experience has proved 
that it is better both for the company 
and the farmer, to obtain the payments 
when and as heis able to make them and 
to get the debt cleared off the books. 
All of the companies interviewed 
were asked about the dealer situation. 
All of them were proud of their work 
with dealers during the war and of the 
fact that they had been able to hold 
their organizations together on a serv- 
ice basis, and even to improve the 
service efficiency to customers. 

Do the companies need dealers? In 
some spots, yes. In others, no. 

The best explanation of the com- 
panies’ attitude toward dealers was 
offered by Geo. L. Gillette and B. D. 
Grussing at the Minneapolis-Moline 
plant at Minneapolis. ‘“‘We consider 
our dealers as long-time associates,” 
they pointed out. ‘‘We take plenty of 
lime getting acquainted with them, 
and giving them an opportunity to 
get acquainted with us, before making 
the appointment. From then on we 
work together toward mutually agreed 
upon objectives over a period of years.” 
They felt that the same long-time rela- 
tionship should exist between the 
dealer and his bank. 

The bank can, and frequently does, 
play an important part in the dealer 
selection. Many of the companies not 
only provide space in their reports for 


local bank opinion on _ prospective 
dealers, but instruct their representa- 
tives to work closely with the banks in 
making initial recommendations on 
dealers. In fact, the local banker may 
well be the first person called upon in 
the search for a new dealer. 

One farm equipment manufacturer 
has emphasized the advantage to 
banks of financing the dealer, as well 
as his customers. One major advan- 
tage of this is that it will invariably 
result in the bank getting first choice 
of all the dealer’s farm equipment 
paper. Second, through contacts with 
these customers it opens up possibili- 
ties of other good loans, for cattle, 
fencing, and the like. Furthermore, 
wholesale financing of the dealer should 
be profitable in itself, and should re- 
sult in obtaining the dealer’s account. 

On this same subject, another manu- 
facturer emphasizes that the imple- 
ment dealers are better business men 
today, as a class, than they have ever 
been before. Prior to the war the 
majority of them were not service 
dealers. They sold farm machinery, 
but they had no service facilities, and 
if they carried stocks of replacement 
parts at all, they were small and inade- 
quate. They depended upon the 
manufacturer to service broken-down 
equipment. 

With the advent of the war and the 
ensuing curtailment of manufacturing 
schedules, it became evident that a lot 
of implement dealers should be forced 
out of business unless they equipped 
themselves with service shops and 
adequate parts stocks, and made the 
repairing and rebuilding of farm ma- 
chines a business in itself. The manu- 
facturers immediately launched a pro- 
gram to bring this about. 

The result was that dealers soon had 
their shop filled with repair and over- 
haul jobs, with long waiting lists. 
Where previously they had employed 
no mechanics, they now kept any- 
where from one to six mechanics em- 
ployed on a full time basis. Best of 
all, they made more money than they 
had ever made before, and did it with 
very little new machinery to sell. This 
development will continue to function 
after the war, and because of it the 
implement dealer should be more 
stable and prosperous, and, therefore, 
a better risk for the banker. 

As the war comes to a close and as 
farm machine production increases, 
there will be new opportunities in farm 
equipment financing. The companies 
feel that paper taken in return for 
farm machines will offer, as it has in 
the past, a profitable outlet for bank 
funds. They feel that adequate safe- 
guards are readily available in the 
bank’s knowledge of the maker of the 
paper, in a mutually-agreeable dealer 
arrangement, and in such co-operation 
as the companies themselves can give. 
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Burroughs is manufacturing and 
delivering the famous Norden 
bombsight—one of the most pre- 
cise mechanisms ever devised. 





New figuring and accounting 
machines are also being produced 
by Burroughs for the Army, Navy, 

. S. Government and others 
whose needs are approved by 
the War Production Board. 





N\ “for outstanding 
production of 
war materials”’ 






BURROUGHS 
MECHANICAL SERVICE 


Under wartime conditions, with your business machines carrying 


a greater load than ever before, dependable mechanical service 
is extremely important. 


Burroughs Mechanical Service, long acknowledged without equal 
as an efficient protector of mechanical performance in business 
machines, continues to maintain its high standards of efficiency 
...is serving more customers than ever before. 


Today’s experienced, highly-trained Burroughs service organi- 
zation is the natural result of a far-sighted policy of careful plan- 
ning, Constant study, continuous training and close supervision. 
Today, as always, Burroughs Mechanical Service is dependable. 


Inquire at your local Burroughs office how you can obtain this 
efficient protection, or write— 


BURROUGHS ADDING MACHINE COMPANY, DETROIT 32, MICH; 


Burroughs 


Figuring, Accounting and Statistical Machines * Nationwide Maintenance Service 
Carbon Paper, Roll Paper, Ribbons and Other Office Machine Supplies 




















